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A New England Mutual General Agent ANSWERS SOME QUESTIONS about 





the 28 Graduates of 
our 6th New Agents Training Class 


Meet the head of a 150-million-dollar New England **How about those 28 career-trainees who graduated 
Mutual agency — Wm. Eugene Hays, C.L.U., of Boston, P 9 999 
Massachusetts. From coast to coast life insurance men in May, 1947? Where are they today? 

of all ages call him “Gene”. When he was Director of Twenty-four are still in the business. Five are now 
Agencies for New England Mutual, Gene Hays in- . aH . ; 
augurated the company’s New Agents Training Pro- with other life insurance companies and are doing 
gram. Mr. Hays said recently: “One of the most im- well. Seven went into general insurance brokerage 
portant steps an agent can take towards a successful 
career is to enroll in a course of study leading toward 
the valuable C.L.U. designation.” every year. Twelve are still with us. 


and are giving New England Mutual a lot of business 


**How are those twelve getting along?”’ 


Five are now New England Mutual General Agents. 

One has become an executive in our home office. Six 

of them are in personal production — getting great ; 
results and moving ahead fast. 


‘*What kind of a start did they make in the 
business?”’ 
In their first year, the whole class paid for $6,416,000 
worth of business. That’s an average of $250,000 per 
man — a good beginning. 


**As they developed skill, how much better have 
they done?’’ 
Well, take those six still in personal production. Last 
year they sold $2,782,000 in the New England 
Mutual. That’s an average of $463,000 apiece. And 
even though one of them was on military duty for 
half the year, he wrote over $200,000 for us. 


*‘Did that course end their formal training?’’ 


No, indeed. New England Mutual provides a whole 
series of courses to develop our agent’s proficiency. 
These not only take him all the way to his C.L.U. — 
but keep on feeding his mind throughout his career. 
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Life Companies on 
‘Verge of Revolution Dismisses Charges 


yia Electronics 


Annual Reports Overnight 
Foreseen When Computers 
Now in Works Are Utilized 


Life companies are on the threshold 
of one of the greatest revolutions in 
office methods in the history of the 
business as they move into the elec- 
tronic age. 

Practically every company home 
office from coast to coast, according 
to the Institute of Life Insurance, is 
dosely studying the situation, with a 
3 growing expectation that this vital 
changeover is coming nearer every 
day. Large numbers of small machines 
involving electronics in some way are 
already in use in life insurance offices 
and now the groundwork is being laid 
for the use of the new giant machines. 

e e e 

The “electronic brain,” as the giant 
electronic computer has been popularly 
labeled, is already installed in one life 
company headquarters in New York 
and will soon be functioning. Another 
company, in the midwest, is currently 
awaiting delivery of its giant calcula- 
tor. Many life companies now have 
them on order. 

Most companies, large or small, now 
have management committees at work, 
studying their needs, facilities, and 
potential advantages under an elec- 
tronic system. Even the very small 
companies are concerned, as they may 
use the facilities of a centralized giant 
computer serving many offices. This 
was the procedure in the early days of 
the punch-card machine. 

When this revolution is completed— 
and the life company executives usual- 
ly say “when,” not “if”—it will be the 
second great shift in office methods in 
the century and a half of the business. 
The first, the mechanization of many 
operations, has been extended over the 
past half century, life offices now be- 
ing one of the greatest users of office 
machinery in this country. 

e e e 

This new shift, the “automation” of 
the business, would bring in push- 
button, mass-handling of statistics, ac- 
counting and a broad range of office 
operations. It would probably be com- 
pleted in much shorter time than the 
change-over from hand operations to 
the punch-card system, for instance, as 
the introduction of electronic comput- 
ets would have to be more sweeping to 
be economical and would probably 
have to be adopted more suddenly. 

; One of the anticipated advantages of 
the new giant computers is the reduc- 
tion of man-hours involved in detail 
work. It has been feared by some that 
this would result in some unemploy- 
ment, but life insurance executives say 
that this changeover would not have 
such consequences. In the first place, 
the workers to operate the new ma- 
thines will come from the life insur- 





ance offices and be especially trained 
(CONTINUED ON PAGE 23) 


Cal. Department 


Against Hearthstone 


California Commissioner J. R. Ma- 
loney Monday entered an order of dis- 
missal of charges against Hearthstone 
Ins. Co. of Massachusetts and its pres- 
ident, W. Clement Stone, of Chicago, 
which had alleged misrepresentation 
and fraudulent conduct of business in 
the sale of accident insurance in Cal- 
ifornia. 

The dismissed charges had been con- 
tained in an accusation filed by the 
department in June, 1953, which al- 
leged that the company’s organiza- 
tional sales plan and program as em- 
bodied in its printed training material 
instructs the company’s agents, em- 
ployes and representatives to solicit in 
an artful, cunning, tricky, deceiving, 
misleading and fraudulent manner. 
The charges were vigorously refuted 
by the company and Mr. Stone at an 
extended hearing earlier this year be- 
fore Hearing Officer Coleman E. Stew- 
art of the state division of administra- 
tive procedure. 

In dismissing the charges, Mr. Ma- 
loney adopted the recommendation of 
Mr. Stewart, who in his proposed 
decision expressly and unequivocally 
found that the principal allegations of 
the accusation were not established by 
a preponderance of probative evidence 
and were not true. While Mr. Stew- 
art found certain paragraphs of the 
sales training material of Hearthstone 
“deceitful in content and likely if used, 
to mislead a prospective purchaser of 
the policy,” he also said the evidence 
did not disclose in any instance any 

(CONTINUED ON PAGE 24) 
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Gwaltney to Return 
as Ala. Superintendent 


James E. Folsom, who has been 
nominated as Democratic candidate for 
governor in Ala- 
bama where the 
Democratic nom- 
ination is  tanta- 
mount to election, 
has announced 
that he will ap- 
point Leslie L. 
Gwaltney, Jr., of 
Montgomery as in- 
surance superin- 
tendent when he 
takes office next 
January. Mr. 
Gwaltney was su- 
perintendent in Governor Folsom’s 
previous administration, 1947-51, and 
served as deputy superintendent un- 
der Frank U. Julian. H. A. Longshore 
is the incumbent superintendent. 

Mr. Gwaltney entered insurance in 
1924 and has been active on the com- 
pany side of the business off and on 
ever since. Currently he is vice-presi- 
dent of All States Life of Montgomery 
and one time was an officer of Con- 
solidated. At one time he served on the 
executive committee of NAIC. 

Governor-elect Folsom and Mr. 
Gwaltney both have come out strong- 
ly for enactment in Alabama of a law 
similar to the Robertson legislation in 
Texas, which would compel life com- 
panies doing business in the state to 
invest 75% of legal reserves in Ala- 
bama. Folsom made this a major plank 
in his campaign for the Democratic 
nomination this year and argued that 
it will provide a ready market for Ala- 
bama securities and investments. An 
attempt was made to pass such a law 
in Alabama in 1949 but failed. 





L. L. Gwaltney, Jr. 








Late News Bulletins... 








s a 

Name Speakers for Selection Men's Meet 

Planning is underway for the annual meeting of Institute of Home Office 
Underwriters, to be held Nov. 17-19 at the Roosevelt hotel, New Orleans. 

Among the speakers will be Dr. Robert A. Goodell, medical director Phoenix 
Mutual; I. M. Spear, vice-president State Farm Life; Frank T. Somers, as- 
sistant underwriting officer Minnesota Mutual; Chester F. Barney, under- 
writing vice-president American United; E. Boyd Coarsey, manager industrial 
underwriting Gulf Life, and Clyde R. deHaas, assistant secretary Equitable Life 


of Washington, D. C. 


Crawford H. Ellis, president Pan-American Life, will give the welcome ad- 
dress, to be followed by the presidential report of J. H. B. Peay, Jr., assistant 
vice-president Life of Virginia. James D. Renn, secretary Peninsular Life, will 


be general chairman of the meeting. 


An executive committee meeting will be held Tuesday afternoon. Pan-Amer- 
ican Life will be host at an informal reception Wednesday evening. 


Prudential Brings Out Modified 20-Pay Policy 


Prudential has introduced a new ordinary modified 20-pay life policy to be 
issued at ages 5 to 66 with a minimum amount of $5,000 at standard special 
A and special B rates. The standard premium during the first three years is 
85% of the premium thereafter for the next 17 years. Dividends which begin 
at the end of the third year will normally be sufficient to offset the increase in 
premium beginning with the fourth year. 


Haas to Run Mutual, N. Y., Benefit Plan for Banks 


A. F. Haas, Philadelphia manager since 1943 for Mutual of New York, has 
relinquished his managerial duties so as to represent the company in adminis- 
tering and servicing a new employe benefit program being undertaken jointly 
by the company and Philadelphia National Bank. 

Called the Philabank plan, the new program is being offered to banks and 

(CONTINUED ON PAGE 24) 
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N. Y. Dept. Sets 
Week-Long Hearing 
on Welfare Funds 


Results of Racketeering Probe 
Will Be Presented by Special 
Counsel Starting Monday 


NEW YORK—Public hearings on the 
administration and operation of union 
welfare funds in New York state will 
open Monday morning in the criminal 
courts building, New York City. 

The hearings, according to Insurance 
Superintendent Bohlinger, are part of 
the full-scale investigation of welfare 
funds which Governor Dewey directed 
early this year after a preliminary in- 
quiry by the state insurance depart- 
ment disclosed abuses and irregulari- 
ties in the administration of certain 
funds. 

The hearings stem from examina- 
tions made during the past several 
months by a staff under the direction 
of Sol Gelb, special counsel to the 
state insurance department. 

About 140 union welfare funds have 
been examined and almost 400 persons, 
including insurance agents who han- 
dle a large part of the business in the 
state have been questioned under oath. 

The preliminary investigation made 
by the insurance department showed 
that welfare funds are generally ad- 
ministered honestly but in some in- 
stance there was waste, mismanage- 
ment and outright looting of funds. 

It was also disclosed that some funds 
were not being administered prudent- 
ly because of the lack of experience 
on the part of the trustees and admin- 
istrators. It pointed up a definite need 
for sound standards which could be 
used as a guide. 

Legislation was enacted this year 
to enable the insurance department to 
expand its studies and gather addi- 
tional facts from which to develop such 
standards and thereby give protec- 
tion to union members. 

In signing the bill, Governor Dewey 
assured labor that it was the adminis- 
tration’s objective to develop sound 
standards for security of these funds 
without imposing burdens which would 
discourage their orderly constructive 
growth. 





Insurance Men Back Nelson 


in Race for Minn. Lt. Gov. 


An insurance men’s “Committee of 
10,000” has been organized in Minne- 
sota to promote the nomination of A. 
Herbert Nelson for lieutenant governor 
on the Republican ticket. George R. 
Teeson, local agent of Alexandria is 
committee chairman. He is the former 
president of of Insurance Federation 
of Minnesota, and he characterizes Mr. 
Nelson as “the best commissioner of 
imsurance Minnesota ever had.” 

Mr. Nelson is Minnesota manager of 
Business Men’s Assurance and was 
commissioner before Cyril Sheehan 
took office, and during that time was 
on leave from BMA. 








FieNATIONAL UNDERWRITER 


September 10, 195[ 











Court Relied on Misstatement of Facts in 
Home Office Site Case, Guardian Contends 


Brief on Appeal Also Hits N. Y. Superintendent's 
Decision as Being Due to Misconception of His 
Powers in Applying Prescribed Statutory Standard 


NEW YORK—Guardian Life, which 
is appealing to the New York court of 
appeals from the appellate division’s 
decision upholding Superintendent 
Bohlinger in refusing to permit the 
company to put up a building in White 
Plains for home office purposes has 
filed a brief in which it says the ap- 
peal presents the following questions: 

1. Was the superintendent of insur- 
ance authorized to apply his concept 
of what was “wise” and “prudent” in 
deciding whether to approve the pur- 
chase of realty for Guardian’s own use 
or was the superintendent bound to 
approve the acquisition if it was, in 
accordance with the statutory require- 
ments, requisite for Guardian’s “con- 
venient accommodation in the trans- 
action of its business”? 


A Great Program 





GUARANTEED RENEWABLE* 
OR OPTIONAL RENEWABLE 


* with Premium Safety Clause 


A new plan of Accident and 
Sickness Insurance that can in- 
elude: Disability Income; Hos- 
pitalization; Surgical Benefits 
Doctor's Calls, Dread Diseases 
and Accidental Death. 


A Great Company 








World ranks 12th in individual 
eccident and sickness premium 
Income in the U. $. 


For General Agency Openings 
write to Chas. P. Gish, Agency 
Vice Pres. World Insurance 
Building, Omaha, Nebraska. 


In the insurance world 
It's World Insurance 





2. Was the superintendent authoriz- 
ed to disregard Guardian’s managerial 
decision and the other evidence, and 
to disapprove Guardian’s acquisition 
of this property for its own use? 

3. Is the decision of the superinten- 
dent subject to judicial review? 

Guardian’s counsel contend that: 

1. Applying the proper rule of law 
to the facts, the appellate division 
should have granted the relief sought 
by Guardian in its petition. 

2. The determination of the super- 
intendent of insurance is subject to 
judicial review. 

3. The court of appeals should re- 
verse the order of the appellate divi- 
sion and should annul the determina- 
tion of the superintendent and should 
direct him to approve the instant ac- 
quisition as requisite for the conveni- 
ent accommodation of Guardian in 
the transaction of its business. 

Contending that the superintendent’s 
statutory duties under section 81(7)- 
(b) was to enforce the law, that is, to 
review the determination of Guardi- 
an’s management that the property is 
“requisite for its convenient accomo- 
dation in the transaction of its busi- 
ness,” the brief states: 

“It is essential to determine at the 
outset whether the superintendent and 
special term [of the appellate division] 
believes the superintendent has auth- 
ority under 81(7)(b) to make a deci- 
sion based upon such general criteria 
as what he believes to be ‘wise’ or ‘in 
the best interests of the policyholders.’ 
To the contrary, we submit, the sole 
function of the superintendent is to 
review the acts of an insurer to de- 
termine whether such acts conform to 
the specific standard enacted by the 
legislature, i.e., whether the property is 
requisite for the company’s ‘convenient 
accomodation in the transaction of its 
business.’ ” 

The brief quotes Justice Dore of the 
appellate division as stating, “When 
the legislature orders administrative 
supervision pursuant to a statute con- 
taining an express standard, the ad- 
ministrator must exercise his discre- 
tion in conformity with that statutory 
standard.” 

The brief also quotes Judge Pound 
of the court of appeals as saying: 
“Laws are made by the law-making 
power and not by administrative of- 
ficers acting solely on their own ideas 
of soundness of public policy, however 
excellent such ideas might be.” 

The Guardian brief points out that 
although the contrary contention was 
a fundamental premise of the super- 
intendent’s argument and of the de- 
cision of the special term, it was not 
supported by a single justice of the 
appellate division. 

“This circumstance is of great im- 
port in evaluating any belated at- 
tempts of the superintendent to de- 
fend his determination as being in 
conformity with the legislative stand- 
ard,” the brief says. 

Guardian emphasizes that the sole 
issue before the superintendent was 
whether a piece of real property ac- 
quired as an investment for the pro- 
duction of income, under a program 
to develop it for such purpose by the 
erection of an office building, and 


which was to be held for that purpose 
during all but a limited period could 
be used during that period by Guardi- 
an for the convenient accomodation of 
its own business. 

“In such a case, the decision of man- 
agement surely should be overruled, as 
Mr. Justice Dore has stated, ‘only when 
the company’s action is clearly un- 
authorized, when the property is un- 


a 
related to the company’s business 
there are no reasonable business req, 
sons supporting the conclusion that it 
is requisite, or there is fraud or other 
malfeasance or unjust enrichment on 
the director’s part,’” the brief cop 
tinues. “Yet the superintendent, mi; 
conceiving his statutory duties, under 
took to set aside the decision of Guay. 
dian’s management upon the most 

(CONTINUED ON PAGE 11) 








Insurance's First Decade Under Commerce | 
Clause Covered in Report to Bar Assn. 


Ten years ago the United States 
Supreme Court declared insurance to 
be commerce, and that when con- 
ducted across state lines the business 
became subject to the Sherman anti- 
trust act and the national labor rela- 
tions act, and, by implication, to other 
federal laws. Few cases have ever 
caused such genuine concern to a busi- 
ness, or resulted in the enactment of 
a greater volume of legislation. The 
comprehensive study by regulatory of- 
ficials and industry representatives 
while this legislation was being for- 
mulated was unprecedented. The im- 
portance of the holding to insurance 
counsel is illustrated by the fact that 
hundreds of articles have discussed the 
problems resulting from the decision. 

Your subcommittee feels this report 
will make available in convenient form 





Summarizing the first decade of in- 
surance under the commerce clause of 
the federal constitution, a report has 
been issued by a special subcommittee 
of the American Bar Assn.’s committee 
on regulation of insurance companies. 
It is given in full here, except for the 
tables of pertinent state laws and the 
extensive bibliography. The subcom- 
mittee includes Commissioner Navarre 
of Michigan, chairman; B. M. Ander- 
son, vice-president and counsel of Con- 
necticut General Life; J. Raymond 
Berry, general counsel National Board 
of Fire Underwriters; John V. Bloys, 
assistant general counsel Life Insur- 
ance Assn. of America; Judge Albert 
Conway of the New York court of ap- 
peals; Felix Hebert, general counsel of 
Associated Factory Mutual companies; 
Robert L. Hogg, senior vice-president 
and advisory counsel of Equitable Life 
of New York; W. Marshall King, of the 
Virginia corporation commission, Rich- 
mond; Commissioner Knowlton of 
New Hampshire, president National 
Assn. of Insurance Commissioners; 
Commissioner Martin of Louisiana; 
Ray Murphy, general counsel of Assn. 
of Casualty & Surety Cos.; Edwin W. 
Patterson of the Columbia university 
law school, and Chase M. Smith, gen- 
eral counsel of Lumbermen’s Mutual 
Casualty. 





for busy lawyers the citations of (a) 
legislation enacted, (b) pertinent court 
decisions rendered, and (c) the lead- 
ing articles written in the first decade 
during which the business of insur- 
ance has been subject to the commerce 
clause of the constitution. 
a e & 

On June 5, 1944, the Supreme Court 
of the United States handed down its 
now famous decision in United States 
vs. Southeastern Underwriters Assn., 
et al, supra, holding insurance to be 
commerce. The case was a criminal 
prosecution brought against an organi- 
zation of fire insurance companies op- 
erating in Georgia and neighboring 
states charging conspiracy to fix and 
maintain non-competitive premium 
rates and to monopolize trade and 
commerce in violation of the Sherman 


anti-trust act. The court, through Jys. 
tice Black (Justices Murphy, Douglas 
and Rutledge concurring), distinguish. 
ed Paul vs. Virginia, 8 Wall. 168, L. eg, 
357 (1869), and cases following it, on 
the grounds that these earlier cases haq 
involved state statutes, and that the 
instant case was of first impression on 
the question of whether Congress has, 
under the commerce clause the power 
to regulate insurance when conducted 
across state lines. Three justices dis. 
sented (Stone, C. J., Frankfurter and 
Jackson). 





a oo @ 

The same day, the court unanimously 
held in Polish National vs. national 
labor relations board, 322 U. S. 643, 
64 Sup. Ct. 1196, 88 L. ed. 1509, speak- 
ing through Justice Frankfurter, that 
a fraternal benefit society is an insur- 
ance company, that its operations af.- 
fect commerce and that, as a result, is 
subject to the national labor relations 
act. 

While the Supreme Court was con- 
sidering the SEUA case, the National 
Assn. of Insurance Commissioners 
(NAIC) held its 75th annual meeting 
in Nov. 1943. At this meeting, the com- 
missioners’ association adopted a re- 
solution reaffirming its position that 
the continued regulation of the insur- 
ance business by the several states was 
in the public interest. 

e e e 

After the SEUA decision, the com- 
missioners undertook an _ exhaustive 
study of the status of state regulation. 
In the light of the decision, doubt had 
arisen respecting the power of the 
states to continue to regulate and tax 
insurance along established lines. It 
was, of course, of the utmost impor- 
tance to the validity of state regulation 
that the Congress put itself clearly or 
record in support of state supervision. 
The reasons for prompt action by the 
Congress were compelling. The possi- 
bility of dual regulation, with numer- 
ous areas of conflict, gave promise of 
a chaotic situation. A flood of litiga- 

(CONTINUED ON PAGE 21) 








WANTED 


A field supervisor for a midwest 
Life company operating in six 
states to select and train agents 
and branch managers. This po 
sition will pay from $8,000 to’ 
$10,000 plus bonus. 


Send your qualifications confi- 
dentially to: 


Guy Fergason 
FERGASON PERSONNEL 


330 S. Wells St., Chicago 6, Il 
HArrison 7-9040 
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20-year illustration 
$10,000 face amount. 


Figures containing dividends are not guaranteed but are based on 
the continuation of the company’s present dividend schedule and 
interest rate and the assumption that all dividends will be left with 
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ard agents have been selling a 
low cost Whole Life Preferred 
Risk Policy called "The Business 


Provider". 


It is designed for business insur- 
ance, but, of course, it is avail- 


able for personal protection. 





Insurance In Force 


Over $1'/s Billion 


Assets 


Over $370 Million 
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*Mr. 4% represents the Jefferson Standard. Jefferson 
Standard, now guaranteeing 2!% on policies currently 
issued, has never paid less than 4% on policy proceeds 
left on deposit to: provide income. 4% IS THE HIGHEST 
RATE OF INTEREST PAID BY ANY MAJOR LIFE INSUR- 
ANCE COMPANY. 


- GREENSBORO, N. C. 
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Offer Program to 
Strengthen Texas 
Insurance Laws 


A program to strengthen insurance 
regulations in Texas was adopted at 
a special meeting at Austin by Texas 
Legal Reserve Officials Assn., a group 
composed of officers of 66 life com- 
panies in the state. The association also 
agreed to participate fully in the pro- 
posed new industry-wide Texas In- 
surance Industry Council. 

The new program would make an- 
nual examinations compulsory for all 
insurers operating in Texas, plus ex- 
aminations every six months for new 
companies. Presently examinations are 
made once every two years. 

e eo e 

The board of insurance commission- 
ers would be given authority to regu- 
late the sale of insurance company se- 
curities. Insurers’ stock offerings and 
sales are not subject to state regula- 
tion. The board also would be given 
virtually unlimited latitude in determ- 
ining the value or market value of real 
estate investments. 

The agent’s licensing law would be 
amended to provide a $2 fee for filing 
of appointments and the board also 
would be given broader powers on li- 
censing or cancelling the license of 
agents. 

Legislation would be sought making 
it a felony to circulate false reports, 
damaging or untrue statements about 
insurers or their officers, and provid- 
ing penalties of a maximum $5,000 fine 
or five years imprisonment or both 
upon conviction. 

Another goal would be an increase 
in the number of examiners and other 
personnel required by the Texas de- 


partment to make sure the insurance 
laws are properly enforced. 

The recommendations will be sub- 
mitted to the legislative council now 
studying the needs for changes in Tex- 
as insurance laws prior to the next 
session of the legislature. 

Addresses at the meeting were made 
by Commissioner Saunders, Earl W. 
Gammage, president of Pan American 
Casualty; Travis T. Wallace, president 
of Great American Reserve; E. J. 
Reeves, president of Commercial Trav- 
elers Casualty; Charles D. Dunne of 
the Insurance Index, and A. W. Worthy 
of the Texas legislative council. 





Mutual Benefit Promotes 2 


Mutual Benefit Life has appointed 
Chauncey A. Brown, director of agen- 
cy finance since 1950, as assistant man- 
ager in the purchasing department. 
Jack R. deWard was named director of 
agency finance. Mr. Brown, who joined 
the company in 1932, has traveled ex- 
tensively visiting Mutual Benefit agen- 
cies. Mr. deWard was in banking in 
Canada and with Sun Life of Canada, 
later becoming agency secretary for 
Prudential of England. He joined Mu- 
tual Benefit in 1953 as assistant di- 
rector of agency finance. 





Rules on Contingent Liability 


Assessment legal reserve life com- 
panies in Illinois must include provi- 
sions for contingent liability of policy- 
holders in their A & H contracts, ac- 
cording to opinion of Attorney-Gener- 
al Castle. The opinion was requested 
after Marquette Life appealed an 
Illinois department decision that such 
a provision must be included. 





Walter J. Goldsmith of the Dustin- 
Miller general agency for Penn Mutual 
Life in Milwaukee, was honored by as- 
sociates at a luncheon in celebration 
of his 30th anniversary with the com- 
pany. 
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REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$582,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation... 
Supervised offices . . . Trained Group 
men to assist agents . 
Underwriting and home office staff... 
Top commissions. 


. An alert 


Home Office, Dallas 








Some Insurers Near 
Statutory Surplus 


Limit in New York 


NEW YORK—Apn aarticle in a recent 
issue of Business Week indicating 
there will be rather general increases 
in policyholder dividends among mu- 
tual companies domiciled in New York 
has stirred some speculation on the ac- 
curacy of such a prediction. The ar- 
ticle notes the nearness of some of the 
New York companies—Mutual of New 
York in particular—to the 10% statu- 
tory limit, from which the writer de- 
duced that dividends “will probably 
have to be increased.” 

At Mutual THe NatTIioNaL UNDER- 
WRITER was told the Business Week 
writer was given factual answers to 
his questions but no indication of what 
the dividend scale for 1955 would be. 
The Mutual spokesman said the writer 
was making his own deductions and 
while the company was pleased at the 
playing up of its fine financial condi- 
tion it did not necessarily follow that 
Mutual or any other company close to 
the 10% limit would be upping its 1955 
dividend scale to avoid going over the 
mark, though there is added incentive 
for eventual increases. 

There are several alternatives to 
boosting the dividend scale if a com- 
pany believes it wiser to strengthen its 
reserve structure more than would be 
permitted by adding to free surplus. 
For example, the reserve basis for 
certain classes of business can be 
made more conservative. A company 
might decide this would be a good 
time to bolster the reserve basis on 


business under settlement options. 
Some companies have already been 
doing this. 


A company might also adopt such a 
course not so much because the re- 
serves needed boosting but because it 
preferred to wait another year before 
going through the turmoil of getting 
out a new dividend scale. More than 
half the participating companies rais- 
ed their scales for 1954. That in itself 
would act as a deterrent to a 1955 
change for those companies, although 
of course the competitive effect of 
changing vs. not changing would have 
to be carefully weighed. 

As the Business Week article point- 
ed out, mortgages now bulk so large in 
life company portfolios that some life 
company mortgage executives think 
there should be a special reserve that 
would not be counted in figuring the 
10% limit on free surplus. There is a 
mandatory security valuation reserve 
to take care of losses in the value of 
securities but some investment men 
feel that there will be a lot more trou- 
ble from mortgages in the next de- 
pression or recession than from secur- 
ities. 





Mutual Benefit Life Runs 


Supervisors’ Conference 


The 1954 supervisors’ conference of 
Mutual Benefit Life is being conducted 
at Chicago Sept. 8-16. On the program 
are panel and round-table discussions 
covering recruiting, selection, training, 
supervision, planning and money man- 
agement; nominator recruiting inter- 
view techniques, demonstrated by Les- 
lie H. Jackson, supervisor at Washing- 
ton; and prospective agent recruiting 
interview techniques, demonstrated by 
Edward C. Dunn, Detroit supervisor. 

Round-table moderators include 
home office people and the following 
field men: Oral L. Thomas, Louisville, 
recruiting and selection; William J. 
McGowan, Buffalo, training; Robert C. 
Cisar, Cleveland, supervision. 

General Agents Robert W. Wilkinson 


i 
of Minneapolis and Paul J. Quillin of 
Milwaukee are on the program to dis. 
cuss various phases of agency map. 
agement as guest speakers. 

H. Douglas Palmer, director of agen. 
cy administration, assisted by Francis 
L. Merritt, director of training, Gordo, 
Hull, director of sales services anq 
Robert H. Stevens, director of fiely 
supervision, are conducting the confer. 
ence, which will conclude at a dinner 








Main Gets Field Post 
for Jefferson National; 
Ray Agency Director 


Robert E. Main, agency director of | 


Jefferson National Life, has requesteg 
a field assignment 
and effective Oct. 
1 will be general 
agent of a terri- 
tory east and 
south of Indiana- 
polis. He is being 
succeeded by Jack 
Ray. 

Starting with 
Jefferson National 
as field director in 
1948, Mr. Main 
was promoted to 
assistant agency 
director in 1951, heading the field 
training and sales promotion division, 
and in 1952 was made agency director, 
Earlier he was with Lincoln National 
Life at Indianapolis. He served in the 
last war. 

Mr. Ray has been with Jefferson Na- 
tional for several years, working the 
past two in association with Mr. Main. 
Temporarily he also will continue his 
duties as manager of agency extension. 


F.S. Abbott, B. O'Neil 


Join New England Mutual 


Frank S. Abbott and Burton O’Neil 
have joined New England Mutual as 
assistant director of group sales and 
group pension sales _ representative, 
respectively. 

Mr. Abbott was a member of the 
agency department before the second 
world war, later was with John Han- 
cock as group sales supervisor, and 
recently he has been associate manager 
of the group department of Marsh & 
McLennan at Boston. 

Mr. O’Neil began his career with 
John Hancock in the group pension 
sales division and for the past three 
years has been manager of group pen- 
sion sales for Massachusetts Mutual. 











Eggert to State Mutual 


Arnold R. Eg- 
gert has been ap- 
pointed manager 
of the Albany 
agency of State 
Mutual Life. He 
succeeds Edmund 
J. Moore, who re- 
cently resigned to 
devote full time to 
personal clientele. 

He entered in- 
surance in 1948. 
He has been dis- 
trict manager of 
Equitable Society 
at Worcester. 





Arnold R. Eggert 


Tex. Caravan Card: Ready 


The Texas A&H caravan sales con- 
gress will start in Houston Dec. 6, pro- 
ceed to San Antonio Dec. 7, and wind 
up in Dallas Dec. 8. On the program 
will be Chester Elson, general agent 
Mutual Benefit H.&A., Waterloo, 1a. 
president of the Iowa A&H association; 
John Galloway, general agent Provl- 
dent L.&A., Birmingham, Ala.,_past 
president of the International; R. L 
McMillon, Business Men’s Assurance, 
Abilene, Tex.; and R. W. Osler, vice- 
jae Rough Notes Co., Indianap- 
ous, 
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vices and THERE WILL BE 6,000 AMBITIOUS LIFE UNDERWRITERS ENROLLING FOR C.L.U. CLASSES THIS FALL, 


a WILL YOU BE ONE OF THEM? 


Over 3,750 of your fellow underwriters now proudly hold the coveted C.L.U. designation. 
Most are working full time as life underwriters, making a career of selling and servicing life 
insurance. They have gained the confidence and poise of recognized professional men. 





lirector of | 
requested 





94% have made life insurance their lifetime career. 











3 out of 4 have remained with the same company since getting their desig- 
nation. 





The median production of the C.L.U. ordinary underwriter in 1951 was 
in 1952, a Silver $400,000 of ordinary insurance. 11% sold more than $1,000,000. 
Anniversary Survey 

. Main was made by the 


Chartered Life Un- 





While preparing for C.L.U. exams, most C.L.U.’s increased their incomes. 





the fet derwriters. Let's They attributed these increases to their studies. 
: de look at some suc- iii ais 
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<a New York Life Insurance Company fully supports the American College of Life Underwriters 
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Lists Numerous Practical Applications of 
New Tax Law to Typical Client Situations 


The entire September issue of Query, 
official publication of the American 
Society of CLU, deals with provisions 
of the new revenue code that agents 
may find useful in discussing with cli- 
ents possible changes in their situa- 
tions brought about by the new law. 
It is reprinted here for the benefit of 
those who are not members of the 
American Society. 

There are a number of provisions in 
the new internal revenue code of 1954 
that tend to encourage very definite 
action by certain groups. Here is a 
summary of some of the most impor- 
tant provisions, indicating who is en- 
couraged and to what action: 

New methods for figuring deprecia- 
tion on business assets will affect the 
little fellow as well as the giant cor- 
poration. For instance, it will encour- 
age a lot of people who use their own 
car in their work—doctors, real estate 
and insurance brokers, some salesmen 
—to buy a new car. The higher depre- 
ciation allowances apply only to new 
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KIO mene ar Re 
GENERAL AGENT Opportunities 


Now Available With 
Expanding Company 


If you live in these states, there 
can be a rewarding future for 


sive expansion program. 


have the advantages of these agency-building tools: 


ACCIDENT, HOSPITALIZATION. 
@ Two new financing programs 
@ The Guarantee’s 5 Star Contract that 
gives you greater earnings 


High-caliber, aggressive men in other states, who are 
interested in new fields of growth, should also check 
with The Guarantee for available openings in their areas. 


For full information, write—or phone—ATlantic 7100. J.D. 
Anderson, Agency Vice President, Guarantee Mutual Life, Co., 


Ralph E. Kiplinger, President 


equipment bought after the 1954 code 
became law, and never in use before. 
For technical reasons, the new rules 
may tend to discourage the system of 
trading in an old car for a new one 
and encourage separate sale of the old 
car and purchase of the new. No doubt, 
the new rules will also encourage au- 
tomobile dealers—and other sellers of 
business equipment—to learn the new 
depreciation rules and to use them as 
a sales tool. 

The method of purchasing and hold- 
ing life insurance may be seriously 
changed. The new law will make it 
wiser, in many cases, for a wife or 
other beneficiary to apply for insur- 
ance on which the insured is to pay 
the premiums. Also, it may be wise 
for a husband to transfer existing pol- 
icies to the beneficiary or to a trust. 
Such action will, if properly accom- 
plished, cut estate tax very drastically 
in many cases. 

Assume, for example, that a married 
man will leave $300,000 to his wife 
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and children, $100,000 of it being insur- 
ance on his own life. If he transfers 
the insurance he can cut his potential 
estate tax from $17,900 to $4,800, or by 
better than two-thirds. If the owner 
were not married (or did not use the 
marital deduction), the tax would be 
reduced from $62,700 to $32,700 or 
nearly 50%. 

Under the new code, if the insured 
holds no incidents of ownership, pol- 
icies on his life are not includible in 
his estate. It no longer matters wheth- 
er he pays the premiums. 

Men and women who own existing 
policies or who buy new policies will 
be encouraged to designate their wives 
as beneficiaries where the proceeds are 
payable in installments. Such install- 
ment payments usually include an in- 
terest factor. Under the new code, the 
interest factor will, generally, be sub- 
ject to income tax as received. The 
method for figuring the taxable 
amount is quite complex—it is some- 
what like the new annuity rule. 

e e e 


You first find an annual exclusion 
by dividing the present value, at date 
of death, of the installments payable 
later by the expected amount to be 
paid; the amount received each year 
in excess of that exclusion is taxable. 
However, if the beneficiary is the in- 
sured’s surviving spouse, an additional 
$1,000 per year exclusion is allowed. 
The new rule—taxing the interest ele- 
ment of insurance proceeds when paid 
in installments—does not apply as to 
policies which matured before the new 
code became law. 

In most cases the taxable portion of 
the installment payments will be small. 
Nevertheless, some married policy- 
owners will want to get the benefit of 
the additional $1,000 exclusion by 
naming their surviving spouse as ben- 
eficiary—rather than, for instance, the 
surviving spouse and children. 

Of course, no action should be taken 
without first getting competent advice. 
The question of ownership of the in- 
surance is complicated by factors such 
as possible gift tax liability, contem- 
plation-of-death gifts, and estate tax 
if the transferree dies first. But im- 
portant new possibilities of savings 
have been opened up. Whether they 
apply in a particular case depends on 
an analysis of all the facts in the case. 


Lawyers who represent parties in 
marital disputes where (1) the parties 
have separated by agreement and no 
court decree has been entered, or (2) 
there is a pending legal suit for di- 
vorce or separation, have a new op- 
ybortunity to serve their clients. Under 
former rules, support money paid by 
the husband in such circumstances was 
not deductible by him. New rules en- 
courage the drafting of new agree- 
ments which will make the wife tax- 
able on the support payments and give 
the husband a tax deduction for them. 

In many instances, shifting the tax 
to the wife will result in an over-all 
tax saving, enabling the husband to 
pay the estranged wife a larger amount 
(after tax) than she received before. 
In drafting new agreements, lawyers 
might give some thought to the use of 
life insurance to supply the support 
funds for the estranged wife in case 
of the husband’s premature death. 
Such insurance can benefit both par- 
ties. Premiums may be deductible by 
the husband; and the fund for the post- 


mortem support can be kept out of 
the husband’s estate so that it wij] 
not be subjected to administration 
charges or estate tax on his death. 
Investment in annuity contracts ang 
endowment policies will be encourag. 
ed. The new code replaces the old 3% 


annuity rule, which was unrealistic | 


and erratic. In general, it provides for 
figuring a tax exclusion that is more 
consistent and generous. The chances 
that the purchaser of an annuity wil] 
get a tax benefit—by getting back tax 
free much more than he invested—are 
greatly increased. 

Investors will also be attracted to 
annuities because of the new “retire. 
ment income,” such as payments un- 
der an annuity contract. There are 
two basic requirements: the recipient 
must (1) be 65 or over and (2) have 
earned $600 or more in any 10 years 
before the credit is claimed. In figur- 
ing “retirement income” a deduction js 
made for social security, other tax- 
exempt pension payments received, 
and, dollar for dollar, by earnings in 
excess of $900 per year. 

The annual credit is $1,200 multi- 

(CONTINUED ON PAGE 11) 
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A Combination Company offering 
all forms of Ordinary Life, Weekly 
Premium Life, Hospitalization, 
Health and Accident, and Credit 
Life Insurance. 


$152,372,652 


Life Insurance in Force June 30, 1954 


Our 47th Year of Service | 
































SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang: 
ing family needs. 
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BRIGHT TOMORROWS FOR THE MAN FROM EQUITABLE 


He enjoys a lifetime of protection—for himself and his family—under one of the finest 
over-all security programs in the insurance field today 


Insurance for the insurance man—Equitable 
really believes in it! 


Equitable offers its own people one of the 


best insurance and retirement programs. 


The coverage available to Equitable repre- 
sentatives includes: 


®@ group life insurance up to $20,000 


® accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 
@ basic medical expense insurance* 
@ major medical expense insurance* 


© and retirement benefits that start at 65 
* for agent, wife and minor children 


More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 


A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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GUARDIAN’S NEW 


Preferred Risk 60 
with Endowment Option 
A preferred risk policy, life paid up 
at age 60—with the option, at age 60, 
of continuing premium payments to 


MATURE THE POLICY AS AN 
ENDOWMENT! 


Minimum Amount Issued — $10,000 


General Insurance Brokers are invited 
to call the nearest GUARDIAN office for 
full details. 


# GUARDIAN 
=) Ge nuance Copory OF AMERICA 


FIFTY UNION SQUARE NEW YORK 3,N.Y. 














Johnson Warns on 
Negative Selling in 
Competitive Market 


Public relations efforts take on add- 
ed significance in the competitive mar- 
ket place this year, 
as the struggle for 
the consumer dol- 
lar takes on a 
greatly increased 
intensity, Holgar J. 
Johnson, president 
of the Institute of 
Life Insurance, 
said in his talk at 
the annual con- 
vention of the Na- 
tional Negro In- 
surance Assn. at 
Durham, N. C. 

Mr. Johnson pointed out that per- 
formance of salesmen, in their direct 
contacts with the public, is the back- 
bone of public relations. 

“Thrift and saviugs dollars are as 
keenly affected by the increased com- 
petition as spending dollars,” he said. 
“Life insurance is finding new compe- 
tition, both within the business and 
with all other businesses. How the life 
insurance agents and their company 
managers meet the new competition, 
how they serve their clizntele under 
the new conditions, will do much to 
determine the public relationships of 
the life insurance business next year 
and the years following.” 

Life insurance has always been a 
highly competitive business, Mr. John- 
son said. 

“For the past 15 years, however. the 
pressures under this competition have 
not been great,” he said. “With a suc- 
cession of defense and war shortages 
and a long sustained period of pros- 
perity, there has been business for 
everyone without unusual sales effort. 
Indeed, the public has often been in 
the position of competing for what the 
salesman had to sell. 

“There are millions of people who 
have become consumers in this last 
15 years and likewise large numbers 
who have entered the sales forces in 
this period, who have never experi- 
enced this new competitive atmos- 
phere. 

“Today goods of all types are in full 
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THE GWALTNEYS OF TENNESSEE 


WM. I. GWALTNEY 


“Bill” Gwaltney, Greeneville, Tenn., becamé a 
District Manager in 1951, following a “prepping” 
period under the capable tutelage of his father. 
That he is fast beco.ning the second competent 
life underwriter in the Gwaltney family is shown 
by his new business volume for the past three 
years. A keen student of life insurance, Bill has an 
exceptional record in fitting the contract to 

the client's needs. His work in the juvenile field 
has been particularly outstanding. 











OLIVER GWALTNEY 


District Manager Oliver Gwaltney, Gordonsville, 
Tenn., has been a consistent producer of good 
quality business since b ing associated with the 
Modern Woodmen Agency force in 1932. He 
has held membership in the Society's top 
production clubs for the past 14 years and is 
maintaining that same pace for 1954. His success 
and high regard for the Modern Woodmen 
Agency program, caused his son "Bill" to choose 

a similar career with this Society. 








Increased earnings and the opportunity to 

“get ahead" are built into the future of the 
Modern Woodmen agent. If you want a career 
with a future—one that will give you an opportunity 
to use your talents to the fullest— there's a 
place for you at Modern Woodmen. 




















MODERN 
Pann WOODMEN 
Plu! OF AMERICA 


ROCK ISLAND, ILLINOIS 
Assets exceed $182,000,000 


(Est. 1883) 





supply. And while there is still a hj gh 
degree of prosperity in most areas, the 
buying public no longer finds it neces. 
sary to make any effort to secure 
wanted goods or services. The sales. 
man must go to the buyer. This is trye 
of selling thrift as well as goods. 
“The new situation is a healthy one, 
for strong competition works to the 


public’s advantage. But it does bring | 


with it certain hazards which everyone 
should recognize, to avoid any dam. 
age to the high public relations statys 
now existing for the life insurance 
business. The public likes life ingyy. 


ance, its companies and its field forces 


and things should be kept that way. 
“This means that every one in the 
field and everyone directing field ac. 
tivities should be constantly alert to 
avoid over-pressure, over-statement 


and negative selling. Those are the ‘ 


things that undermine good public re. 
lations. 

“Intensive competition does not cal] 
for putting the competitor in a baq 
light. It means that the salesman should 
demonstrate as never before that the 
service and particular product he has 
to sell serves the buyer for his par. 
ticular need. By this process he would 
build the public appreciation of his 
product and the business he repre. 
sents.” 





AMA Personnel Conference Set 
American Management Assn., at its 
fall personnel conference Sept. 27-29 
in New York City, will consider ways 
of gearing the personnel program to 
a competitive economy. This will be 
the first of 12 large-scale national 
conferences to be conducted by the 
association during the year. 
participants will be Dr. J. Elliott Jan- 
ney, of Rohrer, Hibler & Repogle, con- 
sulting psychologists, Chicago. 





Add Programming Course in N. Y. 

Insurance Society of New York has 
added a programming course, which 
will be taught Thursdays 5:30-7:30 
p.m. by B. William Steinberg, Massa- 
chusetts Mutual general agent at Ja- 
maica. He is a CLU and his agency spe- 
cializes in programming, estate plan- 
ning, and advanced underwriting. 


LOW COST 
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WEDDING BOOKS 
FOOD AND CALORIE BOOK 
HOUSEHOLD HINTS 
DISEASE BOOK 


INSURANCE PROMOTION 
PAMPHLETS 


Average Price 10¢ per copy 


Your Company Name Tmprovt 






















Send For Samples and Price List 


NATIONAL DEALERS SERVICE 


148 West 23rd Street New York 11. N ! 
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Pru to Blanket U.S. with Newspaper, TV, 
Radio Promotion of Individual A&H Plan 


Prudential’s individual A&H sales 
program will move into high gear Sept. 
19 with the launching of national 
newspaper, television and radio ad- 
vertising designed to “Turn S&A pros- 
pects into policyowners.” 

This intensified promotion will mark 
the first time Prudential has directed 
an S&A sales message to the public on 
a nation-wide basis. 

To spread the word about its non- 








LEADER IN 
WORLD-WIDE LIFE 
INSURANCE and 
pioneer in employer- 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 


strategic key centers 
around the globe. 








SUN LIFE 


ASSURANCE COMPANY 


OF CANADA 


* Head Office: Montreal 








INSURANCE FOR 
FINANCIAL INSTITUTIONS 


Credit Life 
Automobile 


Fire 





Colorado Insurance Company 


Colorado Credit Life Underwriters 








Boulder, Colorado 








cancellable «sid guaranteed renewable 
income protection coverages, as well 
as its hospital and surgical expense 
plans, the company will use full-page 
Sunday supplement ads in 115 news- 
papers Sept. 19. On the same day, 
commercials on its CBS-TV show “You 
Are There” will feature S&A sales 
themes. The week of Sept. 26 Pruden- 
tial begins its sponsorship of the “Fib- 
ber McGee and Molly” radio show. 
This is a Sunday-through-Thursday- 
night program. 

Heretofore the company has con- 
fined its S&A advertising to Canada 
and some southwestern and midwest- 
ern states—areas where all its agents 
had been trained in handling S&A. 

Since the early part of this year, 
the company has been busily engaged 
in training some 15,000 district agents 
in 33 other states and the District of 
Columbia in handling the new cover- 
ages. It has also been conducting class- 
es for the hundreds of field office 
clerical and administrative personnel 
who will process the business the 
agents write. 

This marked the second and final 
phase of Prudential’s S&A training 
program which had its beginning two 


SICKNESS and ACCIDENT 








Prudential has gone all out in pro- 
viding its field force with millions of 
sales brochures to back its full-fleiged 
entry into the sickness and accident 
market. Here, Vice-presidents Sayre 
MacLeod (left), head of ordinary agen- 
cies, and Paul B. Palmer, in charge of 
district agencies, look over a display 
of some of the company’s S & A sales 
material. 


years ago when the company’s mo- 
bile S&A “faculty” moved into the field 
and set up classes in key cities 
throughout the United States and Ca- 
nada. Nearly 4,000 ordinary and dis- 
trict managers and their assistants at- 
tended. Each received 24 hours of in- 
struction. 

The ordinary managers then insti- 
tuted similar courses in their own 
agencies. Managers of district offices 
in Canada and the midwestern and 
southwestern states did likewise. Even- 
tually this gave the company a sales 
staff of 10,000 representatives, includ- 
ing its entire ordinary field force, 
trained in S&A. (During 1953, without 
the benefit of national advertising to 
back their new product, they rang up 
an impressive $5,110,000 of annual 
premium income resulting from the 
sale of 58,763 individual and family 
policies.) 

Phase two of the training program 


also involved setting up refresher 
courses for the field sales management 
team. These 14-hour sessions were held 
in 73 cities in 33 states. Field manage- 
ment in turn gave each agent 24 hours 
of training (generally, four six-hour 
lessons.) 

It was only last month, when the last 
group of district agents completed the 
S&A course, that the program—entail- 
ing 500,000 man hours of agency train- 
ing—was completed. 





Spinney Advises Caution 


in Using New Tax Law 


A prediction that life insurance 
sales can be expected to take a sharp 
rise due to the new internal revenue 
code was made by William R. Spinney, 
assistant trust officer of Title Insur- 
ance & Trust Co., at a Los Angeles CLU 
chapter forum. 

He warned, however, by using the 
new law unwisely agents can well 
cause eventual repeal and modifica- 
tion of code sections most important 
to them. He urged restraint in the ap- 
plication of the present law to certain 
estate situations. 

Other forum speakers were Robert 
L. Woods, Massachusetts Mutual Life 
general agent; Arthur B. Willis, attor- 
ney, and Robert P. Jones, CPA. 





Corrects Discrepancy in 
Equitable Policy Story 


Harry Walker, associate actuary of 
Equitable Society, has written to THE 
NATIONAL UNDERWRITER to correct a 
discrepancy in a sentence in an article 
in the Aug. 20 issue on Equitable’s new 
adjustable premium policy. The sen- 
tence read: “If the additional indem- 
nity benefit is included in the policy, 
the figures should be increased by 25 
cents for each $1,000 of additional 
indemnity benefit during the period 
of such coverage.” 

Mr. Walker comments: 

“Since the paragraph immediately 


follows quotations of 20-year aver- 
age annual net cost figures based on 
1954 dividend illustrations for sam- 
ple ages, the inference would seem 
to be that the average annual cost of 
the additional indemnity benefit at all 
ages would be 25 cents over a 20-year 
period. 

“Actually, the annual premium for 
this benefit varies from $.89 at issue 
age 10 to $1.65 at issue age 55. Thus, if 
the additional indemnity benefit is in- 
cluded, the premiums are increased by 
the additional indemnity premium 
during the period of coverage, and 
the 1954 illustrative dividends are in- 
creased by 25 cents per $1,000 during 
the period of such coverage.” 





Dwight Sterett Retires 


Dwight Sterett, Equitable Society’s 
director of agency administration, has 
retired after more than 45 vears in in- 
surance activity. Nearly 100 members 
of the agency department honored him 
at a luncheon in New York. Alvin B. 
Dalager, senior’ vice-president in 
charge of agency affairs, spoke, and 
S. A. Burgess, agency vice-president, 
was toastmaster. Mr. Sterett received 
a silver candelabra at an afternoon 
ceremony in the home office. 

Mr. Sterett joined Equitable in 1909 
in the cashier’s office in Des Moines. 
After being assistant cashier there and 
at Detroit, he became cashier in 
Minneapolis, assistant to the agency 
manager in Chicago, and cashier in 
Wheeling and Philadelphia. He went to 
the home office in 1924, became agency 
assistant in 1929, assistant superin- 
tendent of the agency department in 
1946, superintendent in 1948 and di- 
rector of administration in 1952. 





Registers 34% Gain in August 


Guarantee Mutual Life of Nebraska 
registered a 34% gain in net paid 
business last month over August, 1953. 
Sales are ahead 9% for the first eight 
months. Leading production unit was 
the C. A. Story agency at Sidney, Neb. 


aan! 


Beneficial 
THOUGHTS 


SEPTEMBER... back to school month. 


Better check the CLU classes that will begin late Septem- 
ber and early October all over the country. Brush up on 
your taxes, estate planning and other changes in our 
economy as they affect Life Insurance. Information on 
classes can be had from the president of your local 
chapter of the American Society of Chartered Life Under- 
writers or the president of the local N.A.L.U. 


So let’s go “back to school”! It’s the best way to increase 
your prestige and your ability to sell Life Insurance. 


BENEFICIAL LIFE 


Insurance 
David O. McKay, Pres. 


Company 


Salt Lake City - Utah 
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Insurers Investing 
4 Times as Much in 
Municipals as in ‘53 


State and local government financ- 
ing covering a broad range of com- 
munity services has been financed in 
greatly increased volume by life in- 
surance funds this year, the Institute 
of Life Insurance reports. 

Most widely held among the state, 
county and municipal bonds owned by 
the life companies are those covering 
school and college buildings, water and 
sewage facilities and highways, but 
practically every type of local service 
is to be found somewhere on the list. 

In the first seven months of 1954, 
the institute says, the companies made 
new investments of $520 million in 
state, county and municipal bonds in 
the United States and an additional 
$75 million in corresponding local 
bonds in Canada. 

The new investment in U. S. facil- 
ities is more than four times the new 
investment in such securities in the 
corresponding period a year ago and 
has brought the total investment in 
bonds of political subdivisions of this 
country to $1,737,000,000. The life com- 
panies hold an additional $718 million 


in Canadian provincial and municipal 
bonds. 

The $2,455,000,000 of life insurance 
funds now invested in the local im- 
provement bonds in this country and 
Canada compares with $936 million at 
the end of 1946, an increase of $1,519,- 
000,000; the current figure is $489,000,- 
000 over the Jan. 1 total. 

The aggregate of all local govern- 
ment financing by the life companies 
is about 3% of their total assets. Some 
companies, however, have relatively 
larger portfolios of this type, with up 
to 1/10 of their assets so invested. 

e e e 

Fifteen years ago, such securities 
represented nearly 8% of assets for the 
business as a whole. During the 1940s, 
the portfolio was reduced to about 
$600 million of the bonds of U. S. com- 
munities and $300 million of Canadian 
issues. A large part of the U. S. issues 
previously held were sold to take ad- 
vantage of their relatively high mar- 
ket value. 

State, county and municipal bonds 
have had an excellent earning record 
for the life companies over the years, 
even including the depression days of 
the 1930s. One analysis, covering com- 
panies with a major part of such hold- 
ings and extending over a 2l-year pe- 





Medical Research and Liberal Underwriting... 


PARTNERS IN BUILDING 
NEW “LIFE” MARKETS 








CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia. 


YOUR OWN COMPANY FIRST 


THE 


MANUFACTURERS 
Bias COMPANY 
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Take for instance Pernicious Anaemia, 
a blood deficiency disease of the 
middle aged. 


In 1926 the successful use of liver 
in the treatment of this impairment 
began to be widely publicized. This 
notable advance in medical science 
was immediately reflected in mortality 
records. 
patients under skilled medical care 
may look forward to a close to average 
expectation of life (and they now can 
buy life insurance). 


The Manufacturers Life, an early 
entry in this substandard field, now 
accepts Pernicious Anaemia cases at 
a comparatively small extra.* 


Today Pernicious Anaemia 


* Mortality of 150% - 200% 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


THEN 





riod, showed them to have the highest 
rate of return, including interest and 
profit on sale, of any bond portfolio. 

Typical of all the life company port- 
folios of state, county and municipal 
bonds is their wide geographic dis- 
tribution. One large eastern company, 
for instance, holds state or local bonds 
from 27 states, including issues cover- 
ing a California irrigation project, a 
Utah agricultural college building, the 
Oklahoma turnpike, a Texas school, an 
Ohio sewage disposal system, a Geor- 
gia bridge, a Florida gas system. 

The portfolio of a company in the 
midwest includes bonds for a Dela- 
ware bridge, a Florida state office 
building, buildings at an Idaho uni- 
versity, the New Jersey turnpike, a 
Florida general hospital, the Boston 
rapid transit system, a water and sew- 
age system in Bountiful, Utah, a San 
Diego airport. 

A southwestern company’s portfolio 
includes local improvements from 
Florida to California and funds for 
New York City, in addition to 500 is- 
sues covering communities within its 
own state. Included in the projects 
covered in almost every comraunity of 
its own state were fire departments, 
police, parks, docks, wharfs, market 
house, schools, streets, highways, wa- 
ter, sewage, bridges, drainage, a sea- 
wall, an incinerator, hospitals, a city 
hall and many others. 


Roy Fee to U. S. Life 


U. S. Life has appointed Roy Fee 
general agent in White Plains, N. Y., 
for ordinary and group. Mr. Fee has 
been a general agent more than 25 
years and the past five years has been 
among the national leaders in A&H 
production for Continental Casualty. 





Bankers, Ia., Brings Out 
$50 Deductible Policy 
for Individual A&H 


A new $50 deductible hospital and 
surgical policy for individuals ang 
families is being offered by Bankers 
Life of Iowa. It is guaranteed renew. 


able and no restrictive riders can be |? 


added after a policy is in force. 

Premiums are from 25% to 30% lesg 
than the company’s regular first-day 
coverage plans. The policy provides up 
to 80% more dollar protection against 
miscellaneous hospital expenses. The 
$50 deductible applies only to the total 
hospital room and board, miscellane. 
ous hospital expenses and surgical 
operation benefits. It does not reduce 
payments under polio and maternity 
coverages. 

Benefits include from $5 to $15 a 
day for hospital room and board up to 
120 days for any one confinement, with 
no yearly limit. Up to $250 is paid for 
operations performed either in or out 
of the hospital, and 75% of miscellan. 
eous hospital expenses are paid, sub. 
ject to a maximum for any one hos. 
pital confinement of 75% of 100 times 
the daily hospital room and board ben- 
efits. 


Mass. Mutual Runs Schools 


Two career schools for representa- 
tives of Massachusetts Mutual Life will 
be held this month at the home office. 
Sixty field men will attend each school, 
The study will be concentrated on pro- 
gramming, business insurance and use 
of the company’s sales’ materials, 
Special emphasis will be given the pro- 
fessional concept of life underwriting 
and ways of improving service to 
policyholders and the public. 
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1953 INCREASE IN INSURANCE . . 


Organized in 1879 
Completing 75 Years of Progress and Service 


Lutheran Mutual 


INSURANCE COMPANY 


HOME OFFICE 
WAVERLY, IOWA 


OLD LINE 
LIFE INSURANCE 
FOR 










utherans 


60,238,794 
3,918,964 
25,058,651 
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practical Applications of 
New Tax Law Are Listed 


(CONTINUED ON PAGE 6) 
lied by the first bracket rate. That 


F eans it will be $240 a year while 


aT resent rates continue. Both husband 


and wife can qualify independently. 
' and a surviving spouse will qualify if 
the deceased spouse had, or would 
nave, qualified. 

According to an official source, the 
effect of the credit “is to allow an un- 
married individual (using the stand- 
ard deduction with no dependents) to 
receive a maximum of $2,666 of retire- 

| ment income tax free; a married indi- 

vidual, with no dependents, but with 

, wife to whom the section is inap- 

plicable, a maximum of $4,000; and a 

| married couple each of whom quali- 
fies and each of whom possesses re- 
tirement income, a maximum amount 
of $5,333.” 

A new provision ought to encourage 
employers to lay plans to pay bene- 
ficiaries of deceased executives and 
employes a death benefit of $5,000. The 
employer has more leeway now, inas- 
much as the new code does away with 
the necessity for an agreement as a 
prerequisite to the exclusion. Of 
course, aS in the past, arrangements 
should be made—for example, through 
life insurance—so that the funds will 
be readily available to pay the death 
benefit when the time comes. 

Those who have entered into this 
type of agreement with several em- 
ployers in the past ought to note an 
adverse change. If death occurs after 
1954 code became law, the exclusion 
is allowed as to only one $5,000 bene- 
fit; if death occurred before, the ex- 
clusion will be allowed as to death 
benefits paid by all employers. 

A number of new rules ought to en- 
courage owners of small businesses to 
plan the disposition of their interests 
at death. 

Redemption of Stock: The law en- 
courages the tax-protected drain-off 
of profits from a closely held corpo- 
ration through partial redemption of 
stock on the owner’s death. This pro- 
vision has been broadened in three 
ways: (1) tax protection is available 
where the stock constitutes 50% of 
the net estate (as well as 35% of 
gross), and (2) where the estate in- 
cludes stock of several closely held 
corporations; and (3) the amount that 
can be drained off has been increased 
by the amount of administration ex- 
penses. As in the past, insurance on 
the owner’s life can be the pump to 
effect the drain-off. 

Accumulation of profits: Small cor- 
porations won’t find the penalty tax 
for unreasonably accumulating profits 
(instead of paying them out as divi- 
dends) such a menace. The new law 
Permits the accumulation of $60,000 
whether reasonable or not. It makes it 
tougher for the tax authorities to make 
a charge of unreasonable accumula- 
tion stick. These changes will free 
More funds for investment in life in- 
surance to fund business-continuance 
agreements and key-man needs—will 
deflate the “unreasonable accumula- 
tion” bugaboo. 

Transfer of insurance policies: The 
new Code encourages the transfer of 
existing policies in connection with 
the setting up of arrangements for the 
Purchase of a business interest in the 
‘vent of death or retirement of a co- 
owner. Under the old law, you risked 

| Partial loss of the income tax exclusion 


' allowed for life insurance proceeds if 


you assigned an existing policy for a 
Valuable consideration. The new code 
Would put a protective umbrella over 
tansfers of policies to the insured, a 


partner of the insured, a partnership 
including the insured, or a corpora- 
tion in which the insured was a stock- 
holder or an officer. 

The dividend credits; Small corpor- 
ations will be encouraged to pay out 
more dividends. The new law allows 
a dividend credit of up to 4% of divi- 
dends received, plus an exclusion of 
$50 per year. For 1954, the 4% applies 
only as to dividends received after 
July 31. This provision, too, ought to 
free more funds for business insur- 
ance needs. 


hich 


More parents ought to be encour- 
aged to lay the financial foundations 
for a college education for their chil- 
dren. They will be able to claim a 
dependency deduction for a child 
over 18 attending school full time even 
if he earns over $600 a year. For some, 
the financial burden will be further 
relieved by the new rule declaring 
that scholarship grants will be tax 
free. Of course, the parents will have 
to supply half the child’s support to 
claim him as dependent. For that 
purpose, support received through 


twin 


has the money? 


Yours for. Life 


U 


scholarships can be ignored. 

Incidentally, the new rules allow a 
dependency deduction for a child earn- 
ing more than $600 while under 19, 
even if he is not attending school full 
time. 

The new code will encourage all of 
us to make greater contributions to 
charity. The maximum contribution 
deduction has been raised to 30% of 
adjusted gross income, instead of 20%. 
But, for any amount you claim over 
20%, you have to show that an equi- 

(CONTINUED ON THE NEXT PAGE) 


The one with his eyes open, of course. 

Wide-awake insurance men are joining Union Casualty & Life 
because of the greater financial satisfaction and the opportunity 
of growing up with a young, progressive company. Write to: 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Union’s 16 states is 
presently in formation. A few choice territories are still available. 


ION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 
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SEARCHING 
QUESTION 





WHERE IN THE WORLD can you find brand new 
benefits like these, offered in a standard Group 
hospital, surgical and medical policy? 

@ A separate Malignancy benefit for Cancer 


A Physiotherapy, X-Ray and Radium bene- 
fit for non-malignant conditions 

A Prescription benefit that pays for pre- 
scribed drugs and medicines 

A Specified Disabilities benefit that pro- 
vides up to $3,000 for the treatment of “dread 
diseases” 

A benefit that pays 75% of the cost of an 
artificial limb needed to replace a loss occur- 
ring while insured 

A benefit that pays 50% of the expense of 
a special nurse 





Where? Occidental, of course! 


“A Star in the West...’ = 


cidental 





| 


oMP 
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HOME OFFICE: Los Angeles 








Life... 


(CONTINUED FROM PRECEDING PAGE) 
valent amount went to an educational 
insitution, hospital or church. 

For medical expenses you can de- 
duct up to $10,000 a year on a joint 
return. The base amount you can’t de- 
duct has been reduced to 3% of ad- 
justed gross income instead of 5%. Fur- 
ther, some of what you spend on 
medicines won’t be deductible any 
more. The amount is 1% of adjusted 
gross income. 

_ e e 

The new law encourages employers 
to purchase A & H insurance for em- 
ployes. It changes the old rule—no 
longer will premiums on an individual 
policy covering an individual employe 
be considered income to the employe. 
It broadens the tax exemption allowed 
for amounts received under A & H 
insurance to include (1) amounts 
paid to an employe to reimburse him 
for medical expenses of himself, his 
wife, and dependents; (2) amounts 
paid for loss of a limb or function or 
for permanent disfigurement of the 
employe and his family; and (3) 
amounts paidin lieu of lost wages 
while sick. The new law allows the 
exclusion also as to benefits paid un- 
der non-insured “accident and health 
plans”; but it doesn’t define what a 
“plan” is. Besides, the expense and 
difficulty of setting up and administer- 
ing such a non-insured plan may be 
formidable. An insured plan will be 
less expensive and more efficient for 
the average employer. 

The new code encourages us all to 
action. But it must be intelligent ac- 
tion, based on sound advice. For ill- 
advised action can do more harm than 
good. The wisest and simplest act, at 
the outset, is to consult competent 
advisers. Another wise move is to 
keep alert to new opportunities that 
will develop as the new code becomes 
better known. 





Marks Agency to Move 


The David Marks, Jr., agency of 
New England Mutual Life in New York 
City will move to much larger quar- 
ters at 1 East 47th, corner of Fifth ave- 
nue, about Sept. 17. The agency now 
has 10 million-dollar producers and 
production is running about even with 
last year, the agency’s biggest year. 
Mr. Marks expects to have 18 quali- 
fiers at the company’s regional meeting 
in October at Pocono Manor, Pa. 















stay awake nights after all. 
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STAYING AWAKE NIGHTS? 


What’s your problem—not enough hours in the day .. . concerned about the future . . . can’t 
keep up with the high cost of living? You're not alone in this boat, but maybe you needn't 


How much more money would you like to be making? What kind of future security should 
you be building for your family? To men who like this business and are in it to stay, 
Western has a program that leaves little to chance. If your records show that you can con- 
sistently pay for $250,000 or more of new business each year, better write for our story. 
You may decide it was made to order for you. A few openings for Associate General Agents : 
or General Agents—your Manager’s recommendation will help. N 
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®. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 
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Facts Misstated in Site 


Case, Guardian Contends 
(CONTINUED FROM PAGE 2) 
flimsy and irrelevant grounds in an 
action as arbitrary as it is unprege. 
dented. 
“It is clear that the superintendent 


acting upon a petition under 81(7) (b) 
is not at liberty to substitute his own | 
subjective judgment as to what is | 


‘wise’ or ‘is in the best interest of the 
policyholders.’ The legislature has de. 
termined that what is ‘wise,’ what is 
‘in the best interest of the policyholg. 
ers’ is that an insurer may acquire 
such realty as is requisite for its con. 
venient accomodation in the transac. 
tion of its business. That is the sole 
standard. That is the standard which 
must be applied by the superintendent 
in reviewing an application for his 
approval under 81(7)(b). In the ap- 
sence of clear evidence or waste or 
malfeasance the superintendent must 
not attempt to assume the managment 
functions vested by the legislature jn 
the company officers and directors. In- 
surance law, section 56-57.” 


Guardian’s second main point is that 
its proposed realty acquisition clearly 
conforms to the standard in 81(7) (b) 
and the superintendent’s decision of 
disapproval is contrary to law and un- 
supported by the evidence. 

Despite evidence to the contrary, 
Justice Botein, who wrote the prevail- 
ing opinion of the appellate division, 
based his decision as to the issue of 
convenient accomodation apparently 
upon an erroneous statement in the 
brief of the attorney-general, who re- 
presented Superintendent Bohlinger, 
according to the Guardian brief. In 
this connection, Justice Botein wrote: 


“When Guardian applied to the city 
of White Plains to rezone the property, 
it struck the snag which required it 
to seek the superintendent’s approval 
pursuant to section 81-8(b) for its 
own contemplated occupancy of the 
proposed building...it appears that to 
win over the White Plains authorities 
Guardian finally informed them that 
it would itself occupy the proposed 
two-story office building in whole or 
in part. This 11th-hour commitment 
compelled Guardian to seek the su- 
perintendent’s approval under section 
81-7(b)” 


Says Guardian’s brief: “Mr. Justice 
Botein’s reliance on the erroneous fac- 
tual statement of the attorney-general 
is so fundamental to his decision as to 
necessitate a reversal of that decision. 
In addition to the record references 
above which establish that Guardian's 
decision to use the premises was not 
made to obtain the variance the fol- 
lowing undisputed facts are perti- 
nent.” 

The brief then goes on to say that 
Guardian’s decision to use the property 
was in no sense an 11th-hour decision 
forced by any decision of the council, 
that as early as 45 days before Guar- 
dian’s rezoning petition the company 
advised the insurance department by 
letter that “we do expect that part or 
all of the building will be used for 
some time for company purposes and 
we should like the consideration of the 
superintendent for using such facilities 
under section 81, subsection 7(b). 
This letter long preceded any ques 
tion of us by Guardian as a question 
for the variance. 

“The reliance by Mr. Justice Bote 
on this erroneous fact assumption es- 
tablishes the unsoundness of his dec 
sion,” Guardian’s brief states. “The 
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record of the hearing establishes that 
guardian’s management had but one 
consideration before it at all times, viz., 
whether all or any part of the property 
was requisite for the convenient ac- 
comodation of its business. Only after 
peing completely satisfied of this, did 
management decide to devote the pro- 
osed building to its own use. Con- 
tinued study was then given to pre- 
cisely which departments and records 
should be moved. Careful considera- 
tion, investigation and counsel marked 
the actions of management and the 
convenience of Guardian and its busi- 
ness guided all decisions. There is no 
evidence whatsoever to the contrary.” 
The brief emphasizes that the insur- 
ance department did not refute Guar- 
dian’s evidence and did not present any 
evidence relevant to the statutory is- 


e. 
a eThe sole testimony presented by the 
department not only was purely opin- 
ion and irrelevant but also further 
demonstrates the misconception of the 
superintendent’s statutory duties which 
permeated the proceedings,” the brief 
comments. “Not only did the superin- 
tendent disregard the proper issue be- 
fore him but in arriving at the conclu- 
sion and findings expressed in his 
opinion, he patently ignored or mis- 
understood the contents of the record. 
Indeed, the opinion is replete with 
confusing statements, misstatements 
and contradictions. 

“For example, while it is conceded 
by the department that the decision 
to move the principal office to White 
Plains was solely a ‘managerial’ deci- 
sion, the superintendent in his opinion 
states that he would approve such a 
move only if satisfied that the reloca- 
tion would be ‘in the best interest of 
the policyholders,’ whatever that 
phrase means.” 

oe a e 

The brief has considerable to say 
about the reviewability of the insur- 
ance superintendent’s rulings. 

“Judicial reveiw,” it says, “is par- 
ticularly essential when, as here, the 
‘judge’ of the issues is also a litigant, 
and a very active litigant. Further, the 
‘judge’ is one man, not the multiple 
tribunal which administers the liquor 
law.” [The liquor board’s powers had 
been cited by the attorney-general to 
support his case. ] 

“Inasmuch as the determination of 
the superintendent was based upon an 
erroneous construction of the applic- 
able statute and a consequent mis- 
apprehension as to his duty, it is im- 
possible to uphold that determination,” 
the Guardian brief concludes. “Be- 
cause of the statutory misinterpreta- 
tion, the findings of fact relate only to 
considerations not relevant to the is- 
sue actually before the superintendent 
and later before the courts. 

“Moreover, the analysis of the de- 
partmental record above establishes 
that those findings are not supported 
by requisite evidence and are arbi- 
trary and unreasonable as a matter of 
fact and law. The decision of the ap- 
pellate division sustaining those find- 
ings must therefore be reversed. The 
determination of the superintendent 
based upon his misconception of his 
statutory duty must be annulled. 

“When an administrator has render- 
ed a decision arising out of a misin- 
terpretation of the statutory criterion 
or his duties thereunder, the decision 
must be annulled. As Mr. Justice Mur- 
Phy wrote in Securities & Exchange 
Comm. vs Chenery Corp., 332 U.S. 194, 
196 (1937): 

“***a reviewing court, in dealing 
With a determination or judgment 
which an administrative avz.cy alone 
18 authorized to make, must judge the 


propriety of such action solely by the 
grounds invoked by the agency. If 
these grounds are inadequate or im- 
proper, the court is powerless to af- 
firm the administrative action by sub- 
stituting what it considers to be a 
more adequate or proper basis.’ 


“The foregoing case and the quoted 
language were adopted with approval 
by Chief Judge Lewis in Matter of 
Barry vs. O’Connell... 


“The statements of department 
counsel, the evidence offered by the 
department, the opinion of the super- 
intendent and finally the findings on 
which he bases his decision, all estab- 
lish that the superintendent wholly 
disregarded the statutory criterion of 
81(7) (b); that he clearly exceeded his 
statutory authority; that he disapprov- 
ed the acquisition on grounds other 
than the precise standard prescribed 
by the legislature; that his decision is 
arbitrary and capricious as a matter of 
fact and of law.” 

MacNeil Mitchell is attorney for 
Guardian with Watters & Donovan as 
counsel. Life Insurance Assn. of Amer- 
ica is also filing a brief as amicus 
curiae, as it did in the appellate divi- 
sion proceedings. 





LIFE INSURANCE + ANNUITIES « 


List Speakers for Indiana 
A &H Assn. Rally, Oct. 6 


Indiana A&H Assn. will stage a sales 
congress at Fort Wayne, Oct. 6. Speak- 
ers and their topics are: 

J. T. O’Neal, Great-West manager at 
Indianapolis, president of the Indian- 
apolis Life Underwriters Assn. and 
vice-president of the Indianapolis 
A & H Assn., techniques for selling 
A & H; J. E. Whittington, general 
agent, Monarch Life, Indianapolis, 
chairman of the executive committee 
of the Indianapolis association, selling 
business A & H; Robert Garrett, as- 
sistant general agent, General Amer- 
ican Life, Lafayette, using the social 
security act to sell; Newell Munson, 
general counsel, Indianapolis Life, 
effect of the new tax law on sales; 
Spafford Orwig, Orwig agency, In- 
dianapolis, association membership. 

A new local is being formed at Fort 
Wayne, under the direction of John 
W. Morris, Hoosier Casualty, and it is 
expected to be in operation by the 
time of the congress. 





Dubson Opens Own Office 


Neal O. Dubson has resigned as vice- 
president and treasurer of Quaker City 
Life and is organizing an advisory 
service for insurers, with offices at 26 





East Essex avenue, Lansdowne, Pa. He 
will specialize in insurance depart- 
ment relations. 

Mr. Dubson formerly was with the 
Pennsylvania department as senior ex- 
aminer and also has served as treas- 
urer of Eureka Casualty and vice-pres- 
ident of Pennsylvania Casualty. He is 
president of Industrial Insurers of 
Pennsylvania and a former secretary 
of Life Insurers Conference. 





Pru Raises Risser at L. A. 


Burton C. Risser, training consul- 
ant in Prudential’s western home of- 
fice at Los Angeles, has been promoted 
to manager of the A & H department 
for district agencies. He joined Pru- 
dential in 1933 as an agent in Kansas, 
went to Denver in 1950 as staff mana- 
ger and two years later was trans- 
ferred to Los Angeles. 





Occidental Brokerage Change 


Richard L. Freeland has been named 
brokerage manager for Occidental Life 
of California at Columbus, O. He re- 
places Miss Harmie Carnahan who 
has been transferred to San Francisco 
as assistant brokerage manager. Mr. 
Freeland started in the business in 
1949 with Equitable Life of Iowa. 
Miss Carnahan has been with Occi- 
dental for more than 27 years. 


“Congratulations 
to you...” 


Yes... congratulations to you 1,096 Prudential 

men who won the 1954 National Quality Award. For 
the third consecutive year you made it possible 

for The Prudential to lead all companies in the 
number of NQA qualifiers. 


And to all other winners of the National Quality Award, 
we also extend heartiest congratulations. 

You are the men who write business of the quality 
that stays in force . . . the kind of insurance 

that contributes to the stature of the entire industry. 


The Prudential whole-heartedly endorses 
NQA, CLU, LUTC and every other medium that 


helps build successful career underwriters. 


The Prudential 


INSURANCE COMPANY OF AMERICA 
NEWARK, NEW JERSEY 


SICKNESS & ACCIDENT INSURANCE « GROUP INSURANCE « GROUP PENSIONS 
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EDITORIAL 


COMMENT 





Build on the Social Security Foundation 


Since the liberalized social security 
benefits have been enacted into law, 
statistically minded life agents who 
have studied them closely have been 
startled at the payments that are to be 
made under the new setup. Several il- 
lustrations of this kind have already 
been published showing that in nu- 
merous cases a widow with young chil- 
dren will get $30,000 to $40,000 worth 
of insurance benefits if the husband 
dies at a relatively early age and the 
$200 a month maximum survivor bene- 
fit is payable. 

Nothing would be accomplished by 
restating several of these typical situa- 
tions for the purpose of what is to be 
said here. It may be enough to remind 
everyone that those who have been re- 
ceiving the maximum wage base ($3,- 
600 formerly and now $4,200) will re- 
ceive $162.80 at the retirement age of 
65 if the wife is then living and of the 
same age. In the event of the death 
of the husband the wife will receive 
$81.40 for the balance of her life. 

For years life insurance men have 
been saying that from a _ financial 
standpoint most men die too soon or 
live too long. They have been em- 
phasizing this as a means of pointing 
out that life insurance covers both 
these contingencies. While even the 
liberalized social security law does not 
provide nearly enough protection in 
most cases, it can scarcely be said that 
a lifetime income of $162.80 which has 
cost the worker only a few easily 
spared dollars a month is a matter of 
small consequence. The truth is that 
in the past the average life agent who 
could sell a prospect a contract pro- 
viding a lifetime income at 65 of $162.- 
80 counted himself as lucky for having 
made a substantial and unusual sale. 

With the changes that have been 
made in social security benefits, the 
time has come for life insurance men 
to stop pooh-poohing them and to ad- 
mit freely and frankly that they are 
large and valuable. Any life agent who 
is foolish enough to deprecate and 
minimize the new social security ben- 
efits is only making himself ridiculous 
in the eyes of the prospect. 

As they stand now, social security 
benefits have become perhaps the most 
important part of any prospect’s fi- 
nancial picture. By all standards of the 
past they are large; the taxes collected 
to pay for them are currently trifling 
in amount. So far as most prospects 
are concerned, they are the cornerstone 
of his financial structure. Once he 
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understands them fully, they bulk 
large in his mind and he attaches great 
importance to them. 

This is so irrefutably true that no 
time should be wasted in disputing it. 
Life agents should recognize it as being 
the situation and conduct their inter- 
views accordingly. With the new bene- 
fits in effect, life insurance in connec- 
tion with social security should be sold 
to fill the gaps, to round out the 
amounts provided by social security, 
but no attempt should be made to pre- 
tend that life insurance should be 
bought as a substitute for social secur- 
ity or that social security provides so 
little as to be scarcely worth consider- 
ing. 

Instead, it now becomes the duty 
and the responsibility for those selling 
life insurance to see to it first of all 
that every prospect with whom life in- 
surance is discussed has clearly in his 
mind what social security provides him 
under the present act. It will be un- 
wise to try to gloss over the benefits of 
social security, to make an incomplete 
explanation of it or to leave any doubt 
whatever in the prospect’s mind as 
to just what social security will pro- 
vide in all important situations. 

Once this has become known and un- 
derstood then the well equipped life 
agent can go on to supplement social 
security with life insurance where it 
is needed, and there are several im- 
portant situations that are by no 
means covered adequately under the 
social security revisions. Those who 
have studied the new law closely real- 
ize that for a relatively small sum of 
money the average prospect can work 
a considerable improvement in his 
whole financial picture by the supple- 
mentary purchase of life insurance to 
fill so-called social security gaps. To 
engage in this kind of selling requires, 
of course, a real working knowledge 
of all of the social security provisions 
and their application to the particular 
prospect being interviewed. 

To make a general statement it 
might be said that perhaps life insur- 
ance men generally are not going to 
sell as much retirement income to the 
average prospect encountered as was 
possible in former years. That is, when 
today the worker earning $4,200 or 
more a year is going to be provided 
with a lifetime income of $162.80 for 
himself and his wife at the age of 65 
you can’t tell him with a straight face 
that he is not saving anything for a 
rainy day. Even though it may be true 
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that the government is saving most of 
it for him it is, nevertheless, a fact 
that it is being saved, the prospect is 
going to get the benefit of it and a 
life insurance man should not expect to 
sell many such prospects another $100 
or $150 a month of life income endow- 
ment at 65, because as everyone in the 
business knows such contracts are high 
priced by comparison with ordinary 
life or limited payment. 


PERSONALS 


J. Hiles Templin, Great-West Life 
manager at Hamilton, Ont., has been 
elected chairman of the World 
Y.M.C.A. boys work committee. He 
will preside over the annual meetings 
of the committee throughout the world, 
and will serve on the president’s coun- 
cil, the governing body of the World’s 
Alliance of Y.M.C.A.s. He has been 
chairman of the Canadian Y.M.C.A. 
boys work committee for 15 years. 


Arthur W. Theiss, vice-president of 
Patriot Life of New York, has been 
elected treasurer and a member of 
the executive committee of Direct Mail 
Advertising Assn. He continues as sec- 
retary and member of the board of 
directors. 


Charles J. Currie, former manager of 
Mutual of New York at Atlanta, has 
been elected executive secretary of the 
board of annuities and relief of the 
Presbyterian Church, U. S. 


DEATHS 


THOMAS M. LYNCH, associate au- 
ditor of John Hancock, died at a hos- 
pital in Cambridge, Mass., after a long 
illness. He had been at the home of- 
fice 17 years. He joined the company 
as statistical assistant in the auditing 
department in 1937, became manager 
of the accounting division in 1942 and 
chief accountart in 1945. In 1949 he 
became assistaiut auditor and associate 
in 1951. 


JOSIAH L. WOOD, 81, former chief 
of the complaint bureau of New York 
insurance department, died at Detroit 
after a long illness. He was appointed 
assistant examiner in 1909, and became 
chief of the complaint bureau in 1924. 
He retired in 1943. 


ERNEST HALVERSON, manager at 
Salt Lake City for Kansas City Life 
since 1936, died there after a short 
illness. He was a past president of gen- 
eral Agents & Managers Assn. of 
Utah. 


THOMAS L. AUSTIN, an agent for 
John Hancock Mutual in Milwaukee, 
and his fiancee, Miss Mary Ellen Hen- 
nings, who were to have been mar- 
ried this fall, died in a double drown- 
ing while attending an agency picnic 
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at Pewaukee Lake, Wis. They had set 
out in a boat to fish in the evening, 
About 9 p.m. screams were heard ang 
searchers found the couple’s boat with 
only one oar and the tackle box in it 
Both bodies were recovered. 


MRS. IRMA M. EMBRY, 69, mother 
of B. T. Embry, Equitable Society 


manager at Kansas City, and wife of 4. 
M. Embry, former Equitable manager 


at Kansas City, died at Atkins, Ark. 


RALPH J. DURAND, 63, manager of 
the renewal department of Connecti- 
cut Mutual Life for 38 years, died at a 
Hartford Hospital. 


J. ARTHUR KENNEY, retired re. 
gional division manager of Prudential, 
died at East Orancge, N. J. after a 
short illness. 





es 


Institute Names Miller 


Educational Director 


Harlan B. Miller, assistant to the 
dean of the college of business admin- 
istration of Uni- 
versity of Denver, 
has been appoint- 
ed director of the 
educational  divi- 
sion of Institute of 
Life Insurance. He 
succeeds Edward 
B. Burr, who left 
the institute to be- 
come director of 
public information 
of National Assn. 
of Investment Cos. 

Mr. Miller is a 
graduate of Kan- 
sas state teachers 
college, received a master of science 
from Denver university and a doc- 
torate at University of Colorado. He 
has taught in Kansas public schools 
and, since 1946, has been with the 
University of Denver as instructor, as- 
sistant professor and associate profes- 
sor. His classes have included business 
organization, management, history of 
economic thought and economics. 

Since 1951, he has had administra- 
tive responsibility for the university’s 
community college of adult education 
and he has been active in the family 
financial security education workshop, 
carried on in cooperation with the in- 
stitute, and the junior college work- 
shop for junior college personnel and 
business men. 


Midland National Goes Over 
$100 Million in Force Mark 


Midland National Life of South Da- 
kota has passed the $100 million in- 
surance in force mark. hes 

The company had $27 million in 
force in 1942 and $55 million in 1947. 
It is licensed in 15 states and Alaska. 


R. R. Jackson Is Promoted 


Robert R. Jackson has been ap- 
pointed assistant secretary and super- 
visor of home office operations for 
Republic National Life. He has been 
assistant to the office manager, man- 
ager of planning and methods, and 
personnel director. Before joining the 
company in 1950 he was agency sec- 
retary and director of service for 
Western Reserve Life of Austin. 








Harlan B. Miller 








Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. ©. Robert Jones, Southeastern Manager. 
BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 


land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


Fourth Street, 


CINCINNATI 2, OHIO—420 E. 
Woods, Sales 


Tel. Parkway 2140. Chas. P. 
Director; George C, Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insuranc 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 

ager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—i58 Northwestern 
Bank Blidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 388, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., 
Atlantic 3416. Clarence W. Hammel, Res 


Manager. 

P ELPHIA 9, PA.—123 S. Broad Street, 

Room 1127, Tel. Pennypacker 5-3706. E. 

PITTSBURGH 22, PA. 303, Columbia Bldg 
S 5 —5 ‘0 +4 

Tel. Court 1-2494. Bernerd J. Gold, Resident 


Tel. 
ident 


NAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. F. W. Siena, 


Pacific Coast Manager. 
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Consulting Actuaries 
should Be Licensed, 
Says One of Them 


Arthur Stedry Hansen, consulting 
actuary of Lake Bluff, Ill., has written 
the following letter to THE NATIONAL 
UNDERWRITER, commenting on an arti- 
cle on the desirability of having con- 
sulting actuaries licensed and requiring 
them to disclose the bases of their rec- 
ommendations for uninsured pension 
plans. We'll be happy to hear from 
lees who have suggestions along the 


i lines mentioned in the final paragraph 


of Mr. Hansen’s letter. 

Your article in the July 23, 1954, 
issue of THE NATIONAL UNDERWRITER 
raises some interesting questions. The 
subject, of course, is very old but 
there are always new aspects. 

Actually, there is much more to the 
problem than you have been able to 
cover in the limited article. We do 
agree, however, that the assumptions 
and procedures should be disclosed in 
all valuations and that there should be 
licensing required of consulting actu- 
aries. Many years ago when we started 
in this business, there were no in- 
sured plans. The Society of Actuaries 
at that time had little or no interest 
in the subject of pensions. We, there- 
fore, over the past 30 years have de- 
veloped many of the technical prob- 
lems relating to pension plans. 

e e ® 

Until a number of years ago, at 
which time many new consultants 
came into the field, very little trouble 
was experienced since the few quali- 
fied consulting actuaries were not sell- 
ing plans, but were merely available 
on a professional basis for employers 
who had problems not handled by 
the insurance companies. Strangely 
enough, when the pension consultant 
groups expanded, they were generally 
members of the society. They, of 
course. knew the insurance facts and 
in order to become established began 
selling trust plans. They, of course, 
involved many trust companies. 

If it had not been for the so-called 
qualified members of the society leav- 
ing the insurance companies for the 
pension field, the present situation 
would perhaps never have arisen. The 
present problems are therefore gen- 
erally caused by individuals from the 
insurance business, using the sales 
methods of the insurance companies, 
rather than from the few established 
pension actuaries of years ago. 

We have been forced during the past 
three or four years into converting a 
number of insured plans to trust plans 


because of the patterns established by 
competitors in the consulting field who 
had come from insurance companies. 
Until such time, we had no occasion to 
convert any insured plans to trust 
plans. We had sufficient work sup- 
plying our clients with technical in- 
formation on pension trusts. We do 
not have a sales organization and do 
not intend to create any in the future. 
Ordinarily, we do not accept assign- 
ments of preparing cost estimates for 
the purpose of determining whether 
plans should be insured or trusteed. 
Normally, we do not begin work with 
a client until the client has already de- 
cided to have a trust plan. At that 
time, we of course are available for 
services. If it had not been for a num- 
ber of competitors arising during the 
past few years, we would not have 
been forced into our present position. 

If you have any real suggestions as 
to how to accomplish the two particu- 
lar items referred to in your article, or 
any of the other related articles, I will 
be pleased to review them with you. 
Perhaps something might be done to 
bring the situation in the open. Even 
though our viewpoint is different, we 
are perhaps even more interested in 
having reasonable qualifications and 
standards for the type of work we are 
doing. 





Engelsman, Josephson to 


Edit New Publication 


NEW YORK—Probe, a journal of 
life insurance comment, opinion, 
news and sales ideas will begin pub- 
lication this month. Editors are Ralph 
G. Engelsman and Halsey D. Joseph- 
son. 

Mr. Engelsman, author, lecturer 
and consultant on life insurance sell- 
ing, was formerly general agent in 
New York City for Penn Mutual and 
has been an _ outstanding personal 
producer. Mr. Josephson has_ been 
general agent of Connecticut Mutual 
in New York City since 1949, after 
heading agencies of State Mutual 
Life and Mutual Benefit Life in New 
York City. His agency has led Con- 
necticut Mutual each year since 1949 
and for 1954 to date. 

Probe will be issued every other 
week, in a four-page newsletter for- 
mat, although only one page will be 
devoted to news. It will carry no ad- 
vertising. Subscription price is $12 a 
year. 





To Discuss Electronic Brains 

The use of electronic computers will 
be discussed by representatives of 
Franklin Life and Prudential at the 
American Management Assn.’s Office 
Management Conference October 20- 
22 at Hotel Astor, New York City. 
Problems of space planning for a new 
office building will be discussed by 
someone from Connecticut General 
Life. 





SINCE 


DALLAS, 











GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 
vidual family needs by the Praetorians . . . 


in protective benefits for over 55 years. 


THE PRAETORIANS 
Life . — 


experienced 


1898 


TEXAS 








New So. Cal., Ariz. 
Hand-book Published 


A new, up-to-date Underwriters’ 
Hand-Book of Southern California 
and Arizona has been published by 
the National Underwriter Company. 
This hand-book, together with its com- 
panion volume, the Underwriters’ 
Hand-Book of Northern California and 
Nevada, published recently, provides 
complete information on the agencies, 
companies, field men, general agents 
groups and other organizations affili- 
ated with insurance, throughout these 
three states. Special features of both 
these hand-books are two new large 
sections, showing for the first time, (1) 
the names and addresses of brokers, 
including surplus line brokers, and (2) 
the names and addresses of life agents. 

e e e 

In these two new volumes, the di- 
vision in California is along the natur- 
al lines of its areas of supervision. 
Both volumes provide, in addition to 
broad coverage of company depart- 
ment and field supervision, data con- 
cerning each individual agency, show- 
ing the companies represented, the ad- 
dress, members of the agency, etc. 


Supplmenting them, and furnished 
free to each subscriber, will be a 136- 
page statistical compilation, showing 
fire and casualty premiums and losses 
classified by lines and also the amounts 
of life insurance paid for and in force 
by companies in California. Both of the 
California hand-books are now ready 
for immediate delivery, and the statis- 
tical supplement will follow in a few 
weeks. The single-copy price of each 
hand-book is $15. Orders should be ad- 
dressed to the National Underwriter 
Company, Reference Book Department, 
420 East Fourth street, Cincinnati 2, 
Ohio, or to the National Underwriter 
Company Pacific Coast Office, 507 
Flatiron Building, San Francisco 4, 
Cal. 





Rothkoliz to N. j. General Agency 

Maurice Rothholtz has been named 
agency supervisor by Joseph W. Fox, 
Berkshire Life general agent in New 
Jersey with offices in Jersey City. Mr. 
— has been in sales since 
194 


C. J. Plumlee Promoted in Okla. 
Charles J. Plumlee has been named 
staff manager of Prudential’s Okla- 
homa City district. A navy veteran, he 
joined Prudential there in 1950. 

















a century. 


SINCE 1887 
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A LEADER... for 


54. years 


W. L. Mosgrove 
Lincoln, Nebraska 


24 YEARS 


with 


BANKERS OF NEBRASKA 


In May of this year, W. L. Mosgrove celebrated his 54th 
consecutive year as a producing agent with Bankers Life 
of Nebraska. No doubt one of this country’s real veteran 
life underwriters in years of service, his life-long record 
proves that underwriting is a lifetime career. He still 
belongs to the Company’s top production club, attended 
the 1954 Convention as a qualifier, and is one of Bankers 
of Nebraska’s leading producers. Bankers Life of Nebraska 
is proud of our association with such a man for over half 


Unters Li, e 


2245 Of Nebraska 
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Leading Great Southern 
Agents Win Lake Cruise 


The top production club of Great 
Southern Life this week held its an- 
nual meeting on board the SS South 
American, cruising Lakes Huron and 
Michigan for four days. The group, 
numbering 425, including agents, home 
office officials and wives, made stops 
at Sault Ste. Marie, Mackinac Island 
and Escanaba, Mich. The president’s 
banquet and ball was held at Macki- 
nac. Pat M. Greenwood, president, pre- 
sented awards to sales leaders. 

The title of company leader went to 
p. L. Myrick, Lake Charles, La., who 
nad sales for the 12 months ending 


| June 30 of $1,767,717. Price J. Perrill, 
' Waco, Tex., was named club president 


and George W. Saam, Fort Worth, 
vice-president. New chairman of the 
leaders legion is William M. Scott, 
Pecos, Tex. 


LUTC Faculty to Brush Up 


Some 500 Life Underwriter Training 
Council instructors will gather at 16 
two-day regional conferences between 
Sept. 7 and Oct. 18 to sharpen up 
their sales techniques. Sessions will be 
under the supervision of LUTC head- 
quarters staff members. 


Two Join S. C. Davis, Co. 


George T. Stewart has joined Shelby 
Cullom Davis & Co., specialists in in- 
surance stocks, in an analytical and 
sales capacity. He began his career 
with Hartford Accident and for the 
past six years he has been an analyst 
with Geyer & Co. 

William D. O’Connor, publicity di- 
rector of Security Traders Assn. of 








New York, has been named head of the 
trading department. He has been in 
the business many years, including five 
years with Eastland & Co., of Hurt- 
ford and 16 years with Fitzgerald & 
Co., as manager of the bank and in- 
surance stocks department. He most 
recently has been with Geyer & Co. 


Award for Bankers L.&C. 


A distinguished service certificate 
has been awarded Bankers Life & 
Casualty by the president’s committee 
on employment of the physically han- 
dicapped for underwriting the costs of 
producing and distributing a new film, 
‘“‘America’s Untapped Assets”. The film 
is being used nationally to promote 
better public understanding of the de- 
sirability of employing physically han- 
dicapped workers. 


A&H Group of N. H. Elects 


New Hampshire Assn. of A&H Un- 
derwriters at the annual meeting in 
Manchester elected Archie Taylor of 
Craftsman, Keene, president; W. E. 
Murphy of Monarch Life, Rochester, 
vice-president, Armand Roy of Crafts- 
man, Manchester, secretary, and Eu- 
gene Gaffey of Peerless Casualty, 
Keene, corresponding. 











Named Milwaukee Asst. Manager 

Robert A. Costin has been appointed 
assistant manager of the brokerage 
agency of Connecticut General Life. 
He joined Connecticut General in 1950. 
He was formerly at Madison avenue, 
New York City, office. In May, 1953, 
he was transferred to Milwaukee as a 
brokerage assistant. 





Indianapolis A&H Meet Sept. 13 
A reception, dinner, and a panel dis- 

cussion will be featured at a meeting of 

Indianapolis A & H Assn. Sept. 13. 





Mr. OSLICO Says: 


"Faint heart 
ne’er won... 


Writ 
£ - Either fair lady or success. If 
or it’s success you want, investi- 
OSLICO gate our career-building pro- 
agency gram with lifetime compen- 
opportunities sation, production bonuses, 
° agent’s death, disability and 
in the 
retirement plan. 
states 
of 
Maryland 
and 
Virginia 
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U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 


" LIFE AGENTS 
). GENERAL AGENTS 
AND BROKERS 





Cor dence invited. 





tox problems may be simplified and savings effected 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 








Bixby Month One of 
Records for K. C. Life 


Written business of $29,947,221 made 
August Kansas City Life’s largest 
single month. The production was in 
honor of President W. E. Bixby’s birth- 
day month. The gain was 8% over the 
previous high for the month, set in 
1953. 

Two other records were set during 
the campaign, production on Aug. 20, 
Mr. Bixby’s birthday, totaling $4,027,- 
356, and on the last day of the month 
written business was $5,727,590. 

The Mersfelder agency at Oklahoma 
City led all others with production 
of $3,263,033. 


B. M. A. Colo. Agents Meet 


Colorado agents of Business Meén’s 
Assurance attended a sales meeting at 
Denver, with E. F. Gregory, manager 
there, presiding. Much of the program 
centered around discussion of the new 
tax law. On hand from the home office 
were J. W. Sayler, sales vice-presi- 
dent, and H. C. Pogue, group vice-pres- 
ident. 








Home Office Moving Day Nov. 1 

Provident Mutual Life of North 
Dakota expects to move into its new 
home office in Bismarck about Nov. 1. 


Prudential Promotes 


Rosner, Kirschenbaum 


Alfred D. Rosner has been named 
executive director of agencies of Pru- 
dential at Newark. He has been direc- 
tor of agencies in the New York met- 
ropolitan region since 1950. 

Harry Kirschenbaum, associate di- 
rector of the Long Island region, with 
headquarters in Brooklyn, has been 
promoted to director of agencies to re- 
place Mr. Rosner in New York. Mr. 
Kirschenbaum joined the company in 
1931 as an agent in New York and sub- 
sequently has held several supervisory 
and managerial posts in the New York 
area. 


Named Assistant G. A. at Seattle 

John A. Miller, agency assistant at 
the home office of Aetna Life since 
1952, has been appointed assistant gen- 
eral agent at Seattle. He joined the 
company in 1949 at Toledo as estate 
control plan representative and later 
was advanced to supervisor there. He 
has been serving at the home office 
as an instructor in life insurance 
schools. 








e Awards that will annually recognize 
outstanding performance by Occiden- 
tal Life of California regional group 
managers have been established. 


Meet the V.I. P. 


MY COMPANY STRESSES 


THE HUMAN ELEMENT... I'm a very important person 


where it means the most to me.. 


. with my Company. 


My happy relationship with Berkshire Life is best 
expressed in the complete satisfaction I get from the 
prompt, thoughtful handling of all my business. 
I’m not just a name on a list nor a pin on a map... 
I’m a valued Agent with “most important” cases. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








EVE 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. e A MUTUAL COMPANY e CHARTERED 1851 
W. RANKIN FUREY, C.L.U., President 
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Bureau Issues Report on 
Individual, Family 


Major Medical Coverage 


Bureau of A & H Underwriters has 
released to its members a report on 
major medical expense coverage for 
individuals and families. The report, 
based on a study conducted by the ma- 
jor medical insurance sub-committee 
of the bureau under the chairmanship 
of Robert E. Ryan of the Royal-Liver- 
pool group, reviews the present prac- 
tice of companies writing this form of 
coverage. 

e -_ e 

Part one of the report reviews the 
plans of four leading insurers for an 
indication of current trends in major 
medical and examines certain of their 
practices and experience as respects 
benefits, co-insurance, experience by 
income group, age, occupation, and size 


of family. It further examines sales 
methods. Shown also are the percent- 
age of purchases of deductibles, cov- 
erage of pre-existing conditions, re- 
lation of benefits to hospital confine- 
ment, and reunderwriting practices. An 
analysis of sales coverage as respects 
the various amounts of deductibles 
and the various maximum amount of 
benefits is included. 

Sections two and three present in 
a combination of charts the distribu- 
tion and coverage comparison of the 
sample policies and the current policy 
coverage, benefits, exclusions and re- 
quirements of 10 writers of major 
medical expense insurance. 





Indianapolis Managers Hold Meet 

Opening meeting of the season of 
General Agents & Managers Assn. of 
Indianapolis was a luncheon Sept. 
9. Speaker was Paul Mills, man- 
ager of Great-West Life at Columbus. 


Battaile to San Diego 


for John Hancock 


John F. Battaile, Jr., has been ap- 
pointed general agent of John Hancock 
at San Diego. He will take over the 
duties of Edwin R. Joos, who has re- 
signed as general agent and is on leave 
of absence because of ill health. Mr. 
Battaile has been with the company 
since 1946. In 1947 he became an agent 
with Ferrel M. Bean agency in Chicago 
and later was made assistant general 
agent in charge of the Rockford office 
of the Bean agency. 


Plan Tax, SS Seminar in Ind. 

A one-week seminar on the new tax 
and social security bills will be spon- 
sored by Indiana Leaders Club at Pur- 
due University institute Sept. 27-Oct. 
1. Hal Nutt, director of the Purdue 
school, will direct sessions. They will 
be open to all agents. 





—— 


Union Mutual Appoints 


Fiscus Field Supervisor 


C. Robert Fiscus has been appoint 
ed field supervisor of Union Mutual 
Life with headquarters at the home 
office. He replaces Samuel P. Brimi- 
gion, who has been promoted to super- 
visor of agencies, western division, at 
Los Angeles. , 

Mr. Fiscus is a graduate of Life Ip. 
surance Marketing Institute of Purdue 
and formerly was a special agent in 
— for Bankers Life of Neb. 
raska. 





Southern Lite Promotes Lingle 
Southern Life of Georgia has ap- 
pointed Payton I. Lingle, who has 
been vice-president in charge of group 
sales, agency vice-president. He has 
been with the company since 1937 and 
a director since the first of the year, 
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Friday in Chicago office—175 W. 
make payment in advance. 





Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Jackson Blvd. 
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Individuals placing ads are requested to 











or brokerages. 


examinations, are required. 


actuarial valuation procedures. 


of the consulting actuarial profession. 


secutive weeks starting September 3rd. 


Illinois. 





ACTUARIAL ACCOUNTS SUPERVISOR 


Ranking long-established consulting actuarial firm in New York City with 
over 50 employees and ‘full complement of IBM machines (including 604’s), 
concentrating on developing, establishing, and maintaining employee pension 
systems has an opening for an Actuarial Accounts Supervisor. This firm 
operates purely on a professional fee basis and does not accept commissions 


Associate membership in the Society, or at least 4 parts of the Associateship 


No consulting experience is necessary but would be welcome. Other actuaries 
on our staff will train the applicant in all phases of pension consulting and 


SALARY UP TO $10,000 to Start, Plus Moving Expenses 


We consider this opening an outstanding opportunity to enter the higher levels 
All replies will be held in absolute confidence. This ad will run for 3 con- 


Address A-75, The National Underwriter, 175 West Jackson Blvd., Chicago 4, 








A FABULOUS OPPORTUNITY 
Here’s Your Chance To Move South 


A large agency, representing a large company, has an opening for 
one more successful underwriter on its City Staff. If you have a 
record of successful underwriting experience with advanced under- 
writing knowledge, under 40 years old, we would like to begin nego- 
tiations. Our city is in the fast growing prosperous Piedmont Section 
of the Southeast. Liberal commission contract, with additional allow- 
ances your first two years with our group. You must be capable of 
becoming a Million Dollar producer. If interested, write A-86, in 
care of the National Underwriter, stating your qualifications. Please 
include a recent photograph. All replies and negotiations are strictly 


confidential. 








ASSOCIATE MEDICAL DIRECTOR 
wanted by well-established, large, grow- 
ing, midwestern life insurance company. 
Under age fifty, five years or more 
experience in life insurance medicina 
required. Compensation attractive; excel- 
lent retirement and employee benefit pro- 
gram. Medium-size city with fine residential 
and educational facilities. Our staff knows 
of this ad. Inquiries kept confidential. Box 
A-67, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 





PRODUCTION-MANAGEMENT 
OPPORTUNITY 


Chicago firm seeks high calibre man between 
30 and 40 who has record of $'/2 million mini- 
mum annual production and knows the me- 
chanics of life insurance and annuities. Must 
be capable of ging $5-10 million operation. 
Compensation arrang t will depend on ex- 
perience, etc., with $10,000 a minimum figure. 
Send résumé of background together with photo 
and persona! data. All inquiries confidential. 
Address A-93, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








CHIEF HOME OFFICE 
LIFE AND A&H UNDERWRITER 


wanted by small but well-capi- 
talized growing company. Must 
be thoroughly experienced. 
Age 30 to 40. Should be able 
to take charge of Dept. Excel- 
lent salary. Real opportunity 
for right party. Write fully in 
first letter. Address all replies 
in complete confidence to Na- 
tional Underwriter Box A-73, 
175 W. Jackson Blvd., Chi- 


cago 4, Illinois. 

















ACTUARIAL OPPORTUNITY 


OLD established medium sized eastern 
company doing both ordinary and weekly 
premium has an immediate opening for a 
young man who has passed at least 3 
examinations of the Society of Actuaries. 
We offer an exceptional opportunity with 
an unlimited future. Starting salary be- 
tween $6,000 and $7,000 per year depend- 
ing upon qualifications. All applications 
will be held in confidence. Give full details 
by letter, including a recent photograph. 
Address NY-19, The National Underwriter 
a 99 John Street, New York 38, New 
ork. 














ESTABLISHED CONSULTING PRACTICE 


Will pay cash for an established consult- 
ing practice. Supply full details in reply. 
Address Z-73, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ACCOUNTANT— 
COMPTROLLER 


RAPIDLY-GROWING LIFE AND 
A&H COMPANY REQUIRES EX. 
PERIENCED HOME OFFICE AC. 
COUNTANT WITH EXECUTIVE 
AND ADMINISTRATIVE ABILITY. 
MUST BE ABLE TO PREPARE AN. 
NUAL STATEMENT BLANK, SET 
UP ACCOUNTING PROCEDURES 
AND HOME OFFICE RECORDS 
AND ACCOUNTING SYSTEMS. 
AGE 30 TO 45. GOOD SALARY 
WITH OPPORTUNITY TO AD- 
VANCE TO OFFICERSHIP OF 
COMPANY WITHIN 2 TO 3 
YEARS DEPENDING ON PROVEN 
ABILITY. CITY WITH POPULA- 
TION OF ABOUT 200,000. CLI- 
MATE MILD YEAR-ROUND COM. 
PARABLE TO SOUTHERN CALI- 
FORNIA. WRITE COMPLETE 
EXPERIENCE BACKGROUND. EN- 
CLOSE RECENT SNAPSHOT. ALL 
REPLIES COMPLETELY CONFI- 
DENTIAL. ADDRESS YOUR REPLY 
TO NATIONAL UNDERWRITER 
BOX A-72, 175 W. JACKSON 
BLVD., CHICAGO 4, ILLINOIS. 








WANTED 

Position as Superintendent of Agencies with me- 
dium size progressive company. Man age 32, 
married, 8 years successful experience as Agent, 
General Agent and Home Office Agency Asst. 
Degree in Ancouniing. Salary open. Address 
A-89, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








Position with unusual opportunities open for 


DIRECTOR OF AGENCIES 
with recently organized Indi life company 
(not combination). Salary and incentive plan 
aggregating up to $15,000 per annum. Box A-57, 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








EXECUTIVE AVAILABLE 


Well experienced in all phases of life, health 
and accident business. Desire greater responsi 
bility and opportunity. Employed at present. 
Address A-83, The National Underwriter Co. 








175 W. Jackson Blvd., Chicago 4, Illinois. 
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Protection 
is never 
out of style 


— and you always meet the per- 
sonal requirements for protection 
of every client, with Columbian 
National Life’s comprehensive se- 


| lection of policies—for instance ... 


Life 

Annuities 
Endowments 
Juvenile 

Term to 70 
Modified Five 
Double or Triple Protection 
Substandard 
Franchise 
Association 

Group (all lines) 
Accident 

Health 

Hospital 

Group Creditor 


It’s never a rainy day for the 


insurance agent who knows his 


Columbian National Life line! 


The COLUMBIAN NATIONAL 
foes LIFE INSURANCE 


SOSTON 12, MASSACHUSETTS 












MANAGEMEN I 
CONSULTANTS 








O’TOOLE ASSOCIATES 

Management Consultants 

To insurance Companies 
Established 1945 


P. ©. Box 101 Queens Village, N. ¥ 
Phone — Hollis 4-0942 
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Sales Ideas That Work 





Knowledge of Profit Factors Called Key 
to Selling Business Insurance Cases 


There is a gold mine in sales of 
business life insurance sitting at the 
front doors of 
many agents who 
completely ignore 
it because all too 
few of them un- 
derstand the needs 
for this coverage 
and consequently 
have no confidence 
in their ability to 
sell it, Z. Willard 
Finberg, manager 
at St. Paul for 
Great-West Life, 
said at a _ recent 





Z. Willard Finberg 


agents’ meeting. 

To sell this tremendous market, 
however, he declared, is much less dif- 
ficult than many agents think, but it 
does require a knowldege of why bus- 
iness owners have special needs for 
life insurance. 


Linked to lack of confidence in han- 
dling this coverage, he added, may be 
the millions of words that have been 
spoken and written about it. Agents 
feel that business insurance is a com- 
plicated subject and that it is too dif- 
ficult for them to tackle. Several at- 
tempts to overcome this have resulted 
in a tendency to over-simplify, and 
the result can be equally disastrous 
because it encourages the agent to start 
out without having first equipped him- 
self with the background knowledge 
that he must have to do the job suc- 
cessfully. 

Figures which Mr. Finberg obtained 
from the U.S. Department of Com- 
merce demonstrate the size of the bus- 
iness insurance market. They are 
startling, he said. The total number of 
operating businesses in 1951 was 4,- 
007,400. Of these 2,785,000 were sole 
proprietorships (69%), 720,000 were 
partnerships (18%), and 430,000 were 
corporations (11%). 

These businesses are mostly small, 
but the market for business insurance 
is not among the multi-million cor- 
porations. It is among the hundreds of 
thousands of small enterprises, and the 
area they occupy in the general busi- 
ness picture can be seen by the fol- 
lowing figures: 

Only 5% of all firms employ 20 peo- 
ple or more; two out of every three 
firms are individually owned; almost 
one-fifth are partnerships; only one- 
tenth are corporations; three-quarters 
of all firms have fewer than four em- 
ployes and are individually owned; 
1,650, or 7.5% had considered and dis- 
carded the business insurance idea; 
14,150 of the 22,000, or 67.5%, had 
never even heard of the idea of ap- 
plying life insurance to protect busi- 
ness interests. 


When to these figures is added the 
fact that each year well over half a 
million new businesses are started in 
the U.S. and a proportionate number 
in Canada, even the most skeptical 
agent should be convinced that he is 
missing a good bet if he doesn’t de- 
vote some of his time to selling busi- 
ness life insurance, Mr. Finberg said. 

The average agent doesn’t know 
whether he has a market—and he 
‘won’t know until he realizes why busi- 
ness owners as such have special needs 


for life insurance. Obviously, he must 
have a working knowledge of the fun- 
damentals of business ownership be- 
fore he will be in a position to recog- 
nize the needs for business insurance 
or even to conduct an intelligent in- 
terview. 

The first step is a full recognition 
and appreciation of the elements that 
go into making a business a profit- 
able going concern. These are the prof- 
it factors and they include tangible as- 
sets, efficient management, and “su- 
per profits’ or the excess of profit 
over a reasonable salary figure, the 
“premium” paid to those who venture 
into business for themselves and are 
successful. 

This is only half the picture—the 
rosy half, he said—and while it is 
important in furnishing the agent es- 
sential background material, by itself 


it won’t sell business insurance. To get 
a complete picture a profitable going 
concern must be stripped bare of its 
profit elements when taken through 
the process of liquidation or forced 
sale at the death of the owner. 

Then, and only then, can the busi- 
ness owner, be he the sole proprietor, 
partner or controlling stockholder, be 
made to realize the hazards which will 
confront his business and his family 
at any time. 

Often the elements of profit face an 
unenviable fate. Good will, for in- 
stance, is only partially transferable. 
The balance, personal good will which 
has no transferable value, perishes 
with the person who created it. The 
only part left is that which adheres to 
the business, and this may amount only 
to the right of conducting business at 
a particular location. Furthermore, 
good will only has value in a going 
concern. It disappears entirely if the 
business is liquidated, and probably is 
worthless from an asset viewpoint even 
if the business is sold intact, if such a 
sale is a forced one. 

Management value, another element 
of profit, represents income to the 

(CONTINUED ON THE NEXT PAGE) 











study courses will soon be or- 


ganized in many cities and towns. 
The Company recommends that its 
associates enroll and participate 
actively in such local study courses. 
The Company is proud of its 48 field 
and home office associates who have 
qualified for the CLU designation, and 
of its many representatives now com- 
pleting CLU studies. The Company has 
long endorsed and supported the CLU 
movement. It contributes to the Coop- 


™ 
KEYED FOR 
CAREER LIFE 
UNDERWRITERS 


erative Fund and includes CLU studies as ¥“ 


an integral part of its training program. 
It presents engraved CLU keys to gfad- 
uating candidates and pays their ex- 
penses to attend conferment exercises. 
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(CONTINUED FROM PRECEDING PAGE) loss of capital through forced sale of over twice the average size of policies Offer Mechanical Brain Ist D 
family that very often dries up and fol- equipment and inventory. issued for less specialized purposes. z 
lows the owner into the grave. In most This gives the complete picture, Mr. This report, he emphasized, referred Class in N. Y. School Clau: 
cases this income represents the sole Finberg said, and the inescapable con- to 1949 buyers, and since then every Several new courses have been | . | 
or major source of livelihood for the clusion is that the value of any busi- yardstock indicates a continually ex- added to the curriculum of the schoo} | ton S$ 
family and its loss is often a calamity. ness is dependent on human life value. panding market in the business in- of insurance of Insurance Society of sible ° 
In the event the business is discon- He pointed to a 1949 report by LI- surance field. Another report by LI- New York and courses not Previously state a 
tinued, he went on, the profits attri- AMA which showed that 5% of the AMA, this on the year 1950, presented ne are bee en by the tire ae 
butable to tangible assets are naturally policies sold by ordinary agents on the results of a survey of a number of pvr pp eyectnng — divisions, It we 
lost. But even that loss is overshadowed the lives of males were business in- manufacturing concerns. It indicated ties of yee Si office machen that 0 
by the shrinkage that will occur when surance. These policies formed a rel- that key-man insurance was owned by office systems. The 60-hour cumin to would 
tangible assets are put on the auction atively small proportion of the ordi- less than one-fifth of such employers, concerned primarily with a survey ot dlarati 
block. Therefore, not only are profits nary agents’ male business by num- but that they held policies covering office systems currently in use to pro- tion 1S 
lost in the event of discontinuance of ber, but 5% by number was responsi- one or more outstanding individuals cess insurance data, and a description | PUtSUe 
the business, but what may prove to ble for 11% by volume. The average for amounts varying from $10,000 to of electronic systems currently avail. ers: 
be even more important is the severe business insurance policy was well $1 million. coghade os’ Gos aac — 
office procedures, operating character- propost 
Agent Sues Because of istics and their possibilities of effecting onth: 
or . economies. General principles ang | .. 
Critical Credit Report techniques of programming will ain | vas Pt 
NASHVILLE—Charles J. Deakins, be included. — —- al aed 
; operating C. J. Deakins Co. local agen- over two semesters, beginning Sept.22. — 
a ~ STAT E M U T UAL = at + Rael peg has filed suit in Samuel H. Gamble, secretary and head , approv 
Gs sina i .) IS PROUD OF ITS federal court here against Retail Cred- of research and forms control of Great | 
? 2 it Co. and four insurance companies American group, is instructor. By t 
BD: as > claiming that his “character and repu- | Another new course is the one on life | amend 
Sua ir Lr ASS CO ay) tation” have been damaged $30,000 insurance programming. made s 
worth by a credit report prepared for federal 
the insurers in connection with Dea- @ Occidental Life of California has | son-Pa 
kins’ application to represent them in named Albert T. Leighly assistant | the ex 
Murfreesboro. . ? brokerage manager at Philadelphia. regulat 
Apparently the credit report, which He formerly was with Penn Mutual lat 
said in part: “He (Deakins) has a {Jfe, — f 
poor personal reputation due to his ex- with f 
cessive drinking’, was mailed to the require 
agent by mistake. Deakins denied these given t 
allegations and insisted that his “char- in mar 
— . ° r Toad ic 
Recognizing the value of Chartered Life Underwriter — ge a ° ew iin ogg 
study, State Mutual supplies all text books free of charge, fidential” report got into their hands, gp 
pays one-half the cost of examination fees and honors its Deakins | a as defendants in the pa 
own CLUs at special events during Company conferences. — ao ry preven oe rate re 
and Aetna Casualty; Richard Thorpe, land m 
John B. Abrahms ................ Hartford G. Harold Moore ............ Pittsburgh Nashville, general agent of Aetna Life, surance 
Harry J. Autick «..scisesssctecesnse Detroit Rockwood C. Nelson .... Los Angeles and Ewing C. Drumright, general agent An a 
Joseph W. Austin ............ Cincinnati De MOD ca sasssrisctsscressitieise Chicago of Aetna Casualty. ganized 
Fred W. Banfield ........ Philadelphia Allen S. Ozburn ............ Kansas City ‘ — \ ing of t 
Charles G. Bethea ......ssss++.... Atlanta Hollis Rogers ......sssssssss0 Memphis Exclusion’ Can Top $120,000 Wi > a of the 1 
Charles H. Biesel ........ San Francisco Oscar S. Rome .........sessssssee Chicago A news item about the new revenue E ae 4 ‘5 branche 
Gregory M. Chorlian ...... New York Bernard S. Rosen ...........0000+ Denver code in the Aug. 20 issue made it ap- y Yi; 1) Ing or, 
Harry M. Corbett, Jr. ...... Pittsburgh Harlan R. Saeks .....c.cccsceeeeee Dayton pear that $20,000 is the maximum ef- Fa tt plea TT Americ 
Donald E. Cowgill .............+. Dayton C. Robert Schar ................ Pittsburgh fective estate-tax exclusion that can A a ey // writers, 
Harold W. Dougher .... Los Angeles Leslie R. Schauffler .............. Chicago be obtained through use of the marital LAg B Epa / Americ 
Charles W. Earnshaw .. Home Office Charles H. Sims ............ Greensboro Sn ak i = Whe ea 
Bradford D. Finch ...... Minneapolis George Paul Smith ........ Home Office i utua 
John R. Fitzpatrick ...... Home Office Walter Strauss ............0. New York 0 plus the Tequier Sane enp JAMES XK. POLK 1795 — 0. 
Einar A. Frandsen ................ Detroit Roy TH. SUIOMEL <...5..c000se0c0005 Detroit : ureau 
Alice M. Good (Cashier) Cincinnati William Qe VWesnen’ <6.665:5:25... Tampa Travelers Moves in Norfolk Tr was a Se ge 
Ross M. Halgren .......... Indianapolis Richard F. Wagner ................ Boston . orig h tice of me 
Charles F. Hanson ............ Houston Henry A. Weil «..............:..; St- Louis _ Travelers has moved its Norfolk of- ban the then-common practice Executi 
fice to the third floor of the Franklin dueling that first put him in the of Ame 
Leon Katz ......seecssseessees WwW ashington Harold P.Wallett: .................- Boston building, 702 Duke street. It has been Nashville public eye — and started pera 
William T. Kieffer ............ St. Louis John OW | W000... 2... icles Newark in the Royster building. him on the political career that moe 
PTS BAGONG os ssssdctessensvesvoes New York Gerald H. Young ............ New York Staff members of the new office in- sent him to Congress, the Governor's — ‘ 
William B. Laney .............. Seattle clude D. Winston Williams, assistant chair and finally to the 11th nsuran 
Barney T. Matteson ...... San Antonio ae manager of the life, accident and group Presidency of the United States. Insuran 
Walter R. McClure ...... Indianapolis STATE MUTUAL CLU ASS’N, agency department, and E. King Reid, Called “Young Hickory” because he Mutual 
oO M. McG Toled Philip Hamburg ¢ Boston © Pres. field supervisor of the life, accident was Andrew Jackson’s protege, Board ¢ 
age epee ammmamamaneneonpeoets epng W. Allen Beam © Cleveland © Vice Pres. and group agency department. T ’s POLK enlarged the Fratern 
John S. McKenzie ........ Philadelphia Donald G. Mix © Home Office © Sec.-Treas. ennessee’s enlarg 
Edmund J. Moore Albany E Cc d' Work United aa oe pn a Assn. 0! 
3 PLOODE cssiesacenccvoes rror on ‘Covere ia treaties with England, es 
A recent item on social security said sounder tasit, pastel end Selene Later 
« Seen History credits him with fine ten nas 
y4 oa) that “for each $80 over $1,200 that is leadership in a changing, growing also bec 
S T ai E - MU U A L j LIFE comned - covered segtermne: there is psec sda 
a loss of one month’s benefits,” im- ; , vertiser. 
plying that uncovered employment in- Life and Casualty Insurance Company Nationa 
volved no forfeiture. Actually the ef- of Tennessee has grown out of (Editor’ 
LSUWLatiuce fect is the same whether the income is Tennessee, too. Since 1903, when , 
OF WORCESTER, MASSACHUSETTS earned in covered employment or some Life and Casualty opened its doors, each on; 
: Sa, other kind. However, unearned income it has been the aim of their By th 
doesn’t count. — = gr ae: bey — 
olicyholders ... as gro ive se 
: oa company to a two-and- had hel 
e Harold V. Gleason has been named a-half-million policy company . - - in 
executive secretary of Savings Bank df handful of represent- g con 
Life Insurance Council of New York ee 6 re subcomr 
: : atives, to a field force of twenty- ‘i 
He has been assistant secretary of son-Pat1 
Hamburg Savings Bank of Brooklyn three hundred strong. the. fede 
e e - Life and Casualty and senteit refllittes 
Pp 7 E C 7 | 0 N e An agreement under which the are Growing Together held in 
R 0 Falstaff Brewing Corp., St. Louis, will Cif. » Ca and 
, sl borrow $6,000,000 trom Mutual Life of ¢ ane Yasuda pode 
Agency Franchises Available ew York has been approved. The panessee 
loan, which will bear interest at 4% Sndurance Company of oe 
co per annum, will be payable at the rate ‘Home Office: Nashville, Tennessee T sai 
/ of $420,000 annually, beginning Sept. é 3 he c 
JEFFERSON NATIONAL 29, 1957. The loan will be used to re- Life Insurance in Force aps th 
tire all outstanding Falstaff preferred Talsed b; 
; ‘fe Jtstrance lompitrty stock, to retire existing notes held by OVER ONE BILLION DOLLARS and put 
‘ Mutual Life and various banks and for question: 
INDIANAPOLIS INDIANA corporate purposes. 
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Ist Decade Under Commerce 
Clause Noted in Bar Report 


(CONTINUED FROM PAGE 2) 
tion seemed imminent with the pos- 
sible result of a forced realignment of 
state and federal powers as to the en- 
tire insurance business. 

It was felt by students of the subject 
that one way to solve the question 
would be through a congressionai de- 
aration that continued state regula- 
tion is in the public interest, and to 
pursue this approach, the commission- 
ers appointed a committee on federal 





legislation, which took a very active 
part in preparing various drafts of 
proposed legislation. After several 
| months of hearings, a proposed bill 
| was prepared which, in somewhat al- 
' tered form, became the McCarran act 
—public law 15—of the 79th Congress, 
approved March 9, 1945. 
* e oe 

By the terms of public law 15, as 
amended, the business of insurance was 
made subject to the Sherman, Clayton, 
federal trade commission and Robin- 
son-Patman acts on June 30, 1948, “to 
the extent that such business is not 
regulated by state law.” Analysis of 
regulation by state law in comparison 
with federal law appeared obviously 
required. Due consideration had to be 
given to the adequacy of existing laws 
in many states in the light of the 
technical nature and complexities of 
the insurance industry, conflicting 
views as to the desired form of legis- 
lation and the practical necessity of 
rate regulation in the field of fire, in- 
land marine, casualty and surety in- 
surance. 

An all-industry committee was or- 
ganized in May, 1945, at a joint meet- 





ing of the federal legislation committee 


_ of the NAIC and representatives of all 


branches of the industry. The follow- 
ing organizations were represented: 
American Institute of Marine Under- 
writers, American Life Convention, 
American Mutual Alliance, American 
Reciprocal Assn., Associated Factory 
Mutual Fire Insurance Companies, 
Assn. of Casualty & Surety Companies, 
Bureau of A& H Underwriters, H & A 
Underwriters Conference, Inland Ma- 
tine Underwriters Assn., Insurance 
Executives Assn., Life Insurance Assn. 
of America, National Assn. of Casualty 
& Surety Agents, National Assn. of In- 
dependent Insurers, National Assn. of 
Insurance Agents, National Assn. of 
Insurance Brokers, National Assn. of 
Mutual Insurance Agents, National 
Board of Fire Underwriters, National 
Fraternal Congress of America, Surety 
Assn. of America. 

e e e 

Later, the following organizations 
also became members of the all-indus- 
try committee: Assn. of Insurance Ad- 
vertisers, Life Insurers Conference, 
National Assn. of Life Underwriters. 
[Editor’s note: the report itself lists 
each organization’s representative. ] 

By the fall of 1946 the all-industry 
committee, anticipating the 1947 legis- 
lative sessions to be held in 44 states, 
had held numerous meetings, involv- 
Ing considerable time. Law-drafting 
subcommittees, on rating, the Robin- 
son-Patman act, the Clayton act, and 
the federal trade commission act, met 
Tepeatedly. The meetings had been 
held in various parts of the country 
and were open to representatives of 
Companies and state insurance regula- 
tory agencies alike, whether members 
of the committees or not. 

The committee recognized that per- 
haps three-fourths of the problems 
Taised by the Supreme Court decisions 
and public law 15 related to rating 
questions affecting fire and casualty 








insurance. In the view of the all-in- 
dustry committee, cooperative activity 
in rate making was essential to safe- 
guard company solvency, and neces- 
sary to the establishment of practices 
which would be equitable and in the 
public interest but might, in the ab- 
sence of adequate state regulation, be 
considered a violation of the Sherman 
act. A reconciliation of conflicting 
views of various branches of the in- 
dustry and among insurance regulatory 
agencies was believed to be necessary. 
e e e 

The NAIC, at the 77th annual meet- 
ing at Portland, Ore., in June, 1946, 
adopted and approved for passage two 
rate regulatory bills pertaining to fire 
and marine insurance and to casualty 
and surety insurance. Spurred by the 
SEUA case, rate regulatory legislation 
had been introduced in many of the 
state legislatures which met in 1945. In 
other states, comprehensive systems of 
rate regulation already existed. During 
1947, new rate regulatory laws were 
enacted or existing rating laws revised 
in 37 jurisdictions. At the present day, 
rate regulatory legislation is on the 
statute books of all states. Nearly all 
the laws in force are based, with some 
modification, on the commissioners all- 
industry model. 

The NAIC and the all-industry com- 
mittee recommended two other bills 
for passage by state legislatures, a fair 
trade practices act and an A&H insur- 
ance bill. The bill relating to unfair 
methods of competition and unfair or 
deceptive acts or practices in the busi- 
ness of insurance, first enacted in 17 
states in 1947, prohibits unfair methods 
of competition or unfair or deceptive 
acts or practices in about the same 
language as used in the federal trade 
commission act. Unlike that act, how- 
ever, it lists in section four certain un- 
fair acts and practices (such as false 
advertising, defamation of competi- 
tors, rebates, etc,) and with respect to 
these enumerated practices, empowers 
the insurance commissioner, after pre- 
scribed notice and hearings, to issue 
orders to cease and desist from the vio- 
lations found. As to any other acts or 
practices which are not specifically de- 
fined as unfair in section four, but 
which the commissioner finds, after 
hearing, to be unfair or deceptive, the 
commissioner is empowered to report 
to the attorney-general who can in- 
stitute court proceedings to enjoin and 
restrain their continuance. 

The model A&H insurance bill, first 
enacted in 19 states in 1947, requires 
the filing of A&H policy forms, appli- 
cations, riders, endorsements, classifi- 
cation of risks and premium rates with 
the commissioner of insurance, pro- 
vides that no policy, application, rider 
or endorsement forms may be issued 
until 30 days after filing unless previ- 
ously approved, and provides for the 
disapproval, or withdrawal of approv- 
al, by the commissioner of such forms 
providing benefits unreasonable in re- 
lation to premium or if they contain 
provisions which are unjust, unfair, 
inequitable, misleading, deceptive or 
encourage misrepresentation. Hearings 
on disapprovals would be granted or 
written request and decisions and or- 
ders of commissioner would be subject 
to review by appeal. 

® e e 

Clayton act type of legislation deal- 
ing with stock ownership and inter- 
locking directorates of insurance com- 
panies, first enacted by three states in 
1947, has now been enacted in 15 
states. A subcommittee of the all-in- 
dustry committee had considered at 
length the problem of the possible ap- 
plication of the Clayton act to insur- 
ance, and prepared two bills designed 


to deal with the impact of the Clayton 
act on insurance companies as the re- 
sult of stock acquisition and interlock- 
ing directorates. 

Eight states enacted statutes specifi- 
cally authorizing payment of commis- 
sions to brokers in order to avoid pos- 
sible application of the Robinson-Pat- 
man act, which prohibits payment of 
commissions to the agents of the buyer. 
The model Robinson-Patman type law 
also prohibited unfair discrimination 
and rebating, although these practices 
were already forbidden in most states 
by the rate regulatory laws or by sep- 
arate pre-existing statutes. 

The problems created by the activi- 
ties of unauthorized insurers was the 
subject of study by the all-industry 
committee in 1948, with particular'em- 
phasis on the ability of claimants to 
bring court actions. Model legislation 
drafted as a result of this study was 
submitted to the National Assn. of In- 
surance Commissioners. A model bill 
known as the unauthorized insurers 
service of process act was recommend- 
ed by the commissioners for the con- 
sideration of the various state legisla- 
tures in 1949. To date, 28 states have 
enacted this measure. 

e e e 

In addition to the above-mentioned 
enactments, there were numerous 
amendments to existing state insur- 
ance codes which have strengthened 
further the regulation of the insurance 
business by state law within the mean- 
ing of the McCarran act. Comprehen- 
sive insurance code revisions have been 
enacted in the following states: Arizo- 
na 1954, Kentucky 1950, Louisiana 
1948, South Carolina 1947, Texas 1951, 
Utah 1947, Virginia 1952, Washington 
1947. 

In Robertson vs. California, the Su- 


preme Court of the United States, 
without regard to public law 15, up- 
held state regulatory power exerted 
over interstate commerce. The defend- 
ant, Robertson, prior to passage of 
public law 15, had been convicted in 
the state of California’ of violation of 
two state statutes in that he had (1) 
acted in California as agent for a non- 
admitted company, and (2) acted as 
an agent without an agent’s license. 
His defense was that he was engaged 
in interstate commerce and his acts, 
therefore, were beyond reach of the 
state’s regulatory powers. 

The court affirmed the conviction 
under both counts. It upheld the Cal- 
ifornia statutes on the assumption that 
their effect was to exclude Robertson’s 
company from its borders unless the 
state’s reserve requirements were com- 
plied with. It ruled such exclusion 
valid inasmuch as the reserve require- 
ments constituted a necessary and rea- 
sonable means of securing, in the in- 
terest of the public welfare, a mini- 
mum assurance to the state’s policy- 
holders as to the company’s ability to 
perform its contracts. Public law 15 
was not relied upon, because to do so 
would have involved a “semblance” of 
an ex post facto effect. 

In Prudential Insurance Co. of 
America vs. Benjamin, decided the 
same day as the Robertson case, the 
court with the aid of public law 15 
sustained the power of a state to im- 
pose a premium tax even though the 
tax applied to foreign, and not to do- 
mestic, companies. South Carolina ex- 
acted of Prudential a tax on gross pre- 
miums received from business done in 
that state. No similar tax was imposed 
upon South Carolina corporations. Pru- 
dential argued that this statute in its 

(CONTINUED ON NEXT PAGE) 
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A WELL-BALANCED COMPANY 


Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 
This policy, written $15,000 minimum, carries a very 
low cost with low premiums, substantial 
dividends and high cash values. 
It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 








THERE’S A 
DEFINITE FUTURE 
FOR CAREER LIFE 
UNDERWRITERS 
WITH GREAT 
SOUTHERN LIFE 
INSURANCE 
COMPANY 


¢ a program of 
continuous training 


a liberal 
commission schedule 


© a complete line 
of policy contracts 


® a non-contributory 
agents’ benefit plan 


GREAT SOUTHERN 


Life Insurance Company 
Founded 1909 


Home Office « Houston, Texas 





operation discriminated against inter- 
state commerce and that the declara- 
tion in public law 5 in favor of con- 
tinued state regulation and taxation 
did not overcome this objection since 
Congress either did not, or could not, 
give its consent to such discrimination. 

The court, however, sustained the 
South Carolina supreme court in up- 
holding the tax. It declared that the 
commerce clause is not a limitation of 
the power of Congress over interstate 
commerce, but rather a grant to Con- 
gress of plenary and supreme author- 
ity over that commerce. The only limi- 
tation on Congressional power there- 
under is as to what constitutes com- 
merce. In enacting public law 15, the 
court stated, Congress must have had 
knowledge of the tax and regulatory 
systems of the states and intended to 
throw the whole weight of its power 
behind the state systems. 

The United States Supreme Court in 
1946 in four per curiam opinions af- 
firmed appeals from the supreme court 
of Kansas in In re Insurance Cases, 160 
Kan. 300, 161, p. (2d) 726. Two of 
these per curiam decisions—American 
Indemnity Company vs. Hobbs, Paci- 
fic Mutual Life Insurance Co. vs. 
Hobbs, 328 U.S. 822, 66 Sup. Ct. 1358, 
90 L. ed. 1602—upheld the validity of 
the Kansas premium tax imposed un- 
der its retaliatory law. The other two 
per curiam decisions—Prudential In- 
surance Co. vs. Hobbs, 328 U.S. 822, 
66 Sup. Ct. 1358, 90 L. ed. 1602—up- 
held the regular Kansas premium tax. 
All four decisions merely cited Pru- 
dential vs. Benjamin and Robertson vs. 
California. 

In North Little Rock Transportation 
Co. Inc. vs Casualty Reciprocal Ex- 
change et al., 181 F. (2d) 174, cert. 
denied, 340 U. S. 823, 71 Sup. Ct. 56, 
95 L. ed. 604 (1950), the validity and 
effectiveness of the commissioners all- 
industry model rate regulatory law, 
which had been enacted in Arkansas as 
act 116, laws 1947, was sustained. The 
plaintiff, a taxicab company, had 
sought treble damages and an injunc- 
tion arising out of the fixing of auto- 
mobile liability insurance rates. The 
court of appeals for the eighth circuit 
held that the fixing of rates by the Na- 
tional Bureau of Casualty Underwrit- 
ers for casualty insurance written in 
the state by bureau members and sub- 
scribers pursuant to statute did not 
violate the Sherman anti-trust act 
which by the McCarran act had been 
rendered inapplicable to insurance in 
so far as it was regulated by the state. 

It had been expected that the deci- 
sion in Travelers Health Assn. vs. Vir- 
ginia, 339 U. S. 643, 70 Sup. Ct. 927, 
94 L. ed. 1154, decided June 5, 1950, 
would definitely establish the validity 
of the commissioners’ all-industry mo- 
del unauthorized insurers service of 
process bill. The Virginia blue sky 
law, which was involved in this case, 
authorized service by registered mail 
when other means had been exhausted. 
The defendant, which had its home of- 
fice in Nebraska, had failed to register 
under the act which specifically in- 
cluded as “securities,” insurance cer- 
tificates issued by unauthorized com- 
panies. While several issues were be- 
fore the court, it was held in part of 
the opinion that the systematic solici- 
tation of new members, the delivery 
of policies through the mail and the 
investigation of claims were sufficient 
contacts with the state to sustain its 
jurisdiction. 

The United State court of appeals for 
the seventh circuit in United States vs. 
Sylvanus, 192 F. (2d) 96 (7th Cir, 
1951) cert. denied, 342 U. S. 943, 72 
Sup. Ct. 554, 96 L. ed. 701, held that 
the McCarran act did not bar a fed- 


eral prosecution of insurance Officials 
charged with the use of mails to ge. 
fraud in the sale of A&H insurance 
Conceding that Congress in the McCar. 
ran act had established a public policy 
of the federal government to refrain 
from interfering with the regulation 
and taxation of insurance companies 


by the several states, the indictment jn | 


the view of the court was not eon. 
cerned with the regulation of insurange 
but rather went to the use of the mails 
over which Congress has, by the con- 
stitution, paramount power and auth. 
ority. 
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V Special Policies 
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National Equity Life has operated in 
the South for 29 years, and is now 
expanding into Texas and Oklahoma. 
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ARTISTS ME able, indexed recording at only 3c per hr. 
alte dae dels MILES REPRODUCER CO., INC. 
eNO WIRES OR PLUGS 812 Broadway, N. Y. 3, N.Y. 
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To Drop “Negro” 
from Association's 
Official Title 


The National Negro Insurance Assn. 
at its annual meeting at Durham, N.C., 
yoted unanimously to drop the word 
“Negro” from its name. Earlier in the 
convention, P. L. Prattis, executive 
editor of the Pittsburgh Courier, told 
the organization, “most Negro busi- 
nesses have grown as a result of the 
color line, but under changing condi- 
tions some of the businesses will have 
to look for another type of crutch. As 
parriers melt away, insurance com- 


i panies will be compelled to change 


their line.” 

L. L. Townes, Sr., of Richmond, who 
was elected president of the associa- 
tion, declared the change in name re- 
presents “a sign, in view of the chang- 
ing times” that “we can’t indulge in 
self-imposed segregation”. 

ca * e 

Some 500 delegates attended the 
four-day convention. 

Besides Mr. Townes, who had been 
acting president since the death in of- 
fice last January of J. Leonard Lewis 
of Jacksonville, Fla., officers elected 
by the group were W. A. Clements of 
Durham, secretary; A. M. Carter of 
Augusta, Ga., treasurer; A. Maceo 
Walker of Memphis, 1st vice-president; 
Charles C. Diggs of Detroit, vice-pres- 
ident of the executive section; A. Ros- 
coe Tyler of Detroit, vice-president of 
the technicians section, and Dr. Clyde 
Donnell of Durham, vice-president of 
the medical section. 

Among the speakers were President 
Holgar J. Johnson of the Institute of 
Life Insurance and Executive Vice- 
president Dudley Dowell of New York 
Life. 





Companies on Verge of 


Revolution Via Electronics 
(CONTINUED FROM PAGE 1) 

for the new systems. Then, too, the 
continuing growth of life insurance 
will mean that the man-hour savings 
over the years can be absorbed by re- 
locating personnel, rather than em- 
ploying new personnel. 

As one executive said, “We’ll always 
need real brains, even though we in- 
stall an electronic brain.” 

The greatest spread of mechanized 
operations in company offices up to 
now has occurred in the past 15 years. 
Thousands of hand operators have 
been replaced by machines in those 
years; and yet the number employed 
in company home offices has risen 
about 60%. 


Speed of operations and office 
Space-saving are among the other 
benefits expected of the new machines. 
An 8-inch reel of one-half inch tape 
from one of the new electronic cal- 
culators would file the equivalent of 
up to 18,000 punched cards now in use. 
The data thus recorded can be manipu- 
lated in the computer at the rate of 
10,000 characters per second, compared 
with 200 per second on the present 
punch-card machines. 

It has been suggested, for instance, 
that the company annual statement 
Which now takes up to three or four 
Months to prepare, may some day be 
available overnight at the turn of the 
year, through the electronic computer. 
_ The net results of the new “automa- 
tion” are expected by life insurance 
executives to include: (1) lowered op- 
erating costs; (2) more efficient opera- 
tions; (3) increased services to policy- 


holders; and (4) far wider research 
facilities. 

The electronic machine is seen as 
having a special adaptability to life 
insurance offices. From the start of the 
creation of such machines, the manu- 
facturers have been consulting life in- 
surance executives as to possible uses, 
planning machines for the specific 
needs of the business. The broad range 
of actuarial, statistical and bookkeep- 
ing operations involved with handling 
the continuous detail work on some 
240 million life insurance policies opens 
up real opportunities for high-speed 


computing machines. 

While the big machines have not yet 
been put to work in any life insurance 
office, they have been used by the 
government on numerous operations 
in the census bureau, the social secur- 
ity offices and the armed services, all 
indicating their relative efficiency. For 
example, legislation providing elective 
joint-and-survivor annuities for re- 
tired members of the uniformed serv- 
ices of the United States required ex- 
tensive actuarial computations before 
the benefits could be applied. The cal- 
culations involved would have required 
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five man-years of work using desk 
machines; the electronic computer did 
it in 40 hours, after four weeks prepar- 
tory work. 

The navy’s “Typhoon” machine, 
working on guided missiles, did in 10 
months prior to the first launching 
what would have required 1,100 test 
runs to accomplish; it was estimated 
that $250 million was saved. 

A machine used on aircraft produc- 
tion solved vast mathematical prob- 
lems in six minutes that would have 
required eight-man-years of desk- 
computing. 
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Tailor-made proposals by specialists and plenty 
of individual help on difficult cases. Presentations 
that convince! 
















business insurance situations. 


Income settlements available to corporations 
and partnerships. This feature is valuable in many 
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insurance and annuities. Many 
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Combination Plan: life ins. & conversion deposit 
fund on pension & profit-sharing plans. (Deposit 
administration by CM on pension plans available.) 











LIFE INSURANCE COMPANY : HARTFORD 








Facts, figures and proposals will be furnished 
gladly to fit any surplus need in business insurance 
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United Clears Up 
Reserve Deficiency 
of Capital Life, S.C. 


United of Chicago has agreed to de- 
posit security of $530,626 with the 
South Carolina department to bring 
policyholder reserves of Capital Life of 
Columbia to the amount recommended 
in a department examination report on 
the latter company. 

United bought the Capital insurance 
business last June and at that time was 
informed of the deficiency to be shown 
in the examination report. This was 
taken into account in setting a pur- 
chase price for the Capital business. 
Commissioner Kelly said Capital’s 
policyholders are now “adequately 
protected by proper reserves.” 

Earlier department reports on Capi- 
tal said company funds were “need- 
lessly” dissipated under the guise of 
promotional expenses, contributions, 
etc., and that “apparently” the com- 
pany was operated for the “personal 
benefit” of Lester L. Bates, who, with 
members of his family, was the prin- 
cipal owner. Mr. Bates has no connec- 
tion with United, nor with the insur- 
ance business it bought from Capital. 
Bates was an unsuccessful candidate 
for governor in the June South Caro- 
lina primary. 

The latest report, made public this 
month, said that “instead of the re- 
serves of the company being adequate- 
ly provided for and earned, they have 
been impaired by excessive expendi- 
tures and unreasonable dividends to 
stockholders.” Capital paid a 100% 
stock dividend last year. The report 
said Bates had a $500 a week salary, a 
$100 a week travel allowance, and for 
the three years covered by this exam- 
ination had received $126,300. 

The report also said “all repair bills, 
service, gas and oil bills incurred” by 
Bates and two members of his family 
were “paid by the company and 
charged to ‘travel,’ averaging approxi- 
mately $200 a month. All hotel bills 
incurred by Mr. Bates are charged to 
the company. In 1953 a Cadillac and 
a Ford were purchased and charged to 
the company.” Food accounts at two 
restaurants operated by Bates, signed 
for by him and the two members of 
his family and averaging “$125 a week 
are charged to the company under ad- 
vertisement,” the report stated. Ac- 
cording to the report, the company also 
paid country club dues of Bates, his 
wife and son. 

The report said that “in some in- 
stances where Mr. Bates was endorser 
on the note of an individual at a bank, 
he was called upon for payment due to 
default by the borrower. These notes 
were paid by the company and either 
charged off as agents’ balances or 
charged to accounts receivable.” 

The report said that “under legal 
expenses, advertising, donations and 
other accounts...many individuals had 
drawn monies from the company while 
not actively engaged...on company 
business.” The report added that J. D. 
Griffith of Saluda, S. C., Bates’ man- 
ager in his campaign for governor, had 
received $125 a week plus expenses 
since June 21, 1953. In the latter part 
of the year, the report said, Griffith 
“moved into the Wade Hampton Hotel 
where all of his expenses and private 
phone bills have been paid by the com- 
pany.” 

More than 25% of the company’s 
checks were issued without supporting 
vouchers or accounting data, the re- 
port said. 


Life Insurers Now 
Number 877: Texas 
Leads with 257 


There are now 877 legal reserve life 
companies in the United States, nearly 
twice the number in business at the 
end of the second world war. An in- 
crease of 414 in the eight post-war 
years is shown in a survey just con- 
cluded by the Institute of Life Insur- 
ance, based on reports as of mid-year 
from the state insurance departments. 

A rise in the number of companies 
doing business has been shown in the 
past year in 21 states. Since 1945 there 
has been a rise in 39 states and the 
District of Columbia. The launching of 
a new company in Wyoming during the 
past year means that now for the first 
time there is one or more life com- 
panies domiciled in every state. 

e e e 

Greatest gains in the number of 
companies have been shown in the 
south and west. There are now 621 
life insurance companies in the 28 
states of the south Atlantic, east south 
central, west south central, mountain 
and Pacific regions. This represents an 
increase of 339 since the war’s end. 

Texas leads in number of companies, 
with 257 at mid-year, the next five 
in order being Louisiana, 80; South 
Carolina, 36; Illinois, 33; Indiana, 29; 
New York, 27. There are now 10 or 
more companies in 28 states and the 
District of Columbia. 





Cal. Dismisses Charges 


Against Hearthstone 
(CONTINUED FROM PAGE 1) 

agent named in the accusation used 
any deceitful and misleading sugges- 
tions or was influenced by them. He 
affirmatively found that there existed 
no design or intent upon the part of 
the company or its officers to trick, 
deceive, mislead or defraud residents 
of California into purchasing a policy. 

Charges against four agents alleged 
to have made misrepresentations while 
soliciting insurance on behalf of 
Hearthstone were likewise dismissed. 
Misrepresentation charges were sus- 
tained against the fifth agent, who is 
no longer with the company, and an 
order of denial of permanent license to 
him was issued. 

Under the provisions of the admin- 
istrative procedure act, proposed deci- 
sions of hearing officers may be ac- 
cepted or rejected by the commission- 
er. In accepting Mr. Stewart’s proposed 
decision, Mr. Maloney said: 

e e e 


“Where his findings are supported 
by substantial evidence it is my policy 
to accept them as I do not feel that 
I should substitute my judgment for 
his. In these cases the orderly process 
of the law has been followed and the 
charges against the respondents have 
been found to be not proven and there- 
fore untrue. That the accused were 
given a fair hearing and accorded due 
process of law in the American way is 
obvious from the result. Also in keep- 
ing with the American way, no stigma 
should be attached to the respondents 
by reason of the proceedings now 
terminated in their favor.” 

Hearthstone and Mr. Stone were 
represented by W. Russell Arrington 
of the Chicago law firm of Arrington & 
Healy and general counsel of Com- 
bined of Chicago, the parent company. 

The accusations against Hearthstone 
and Mr. Stone were the last to be filed 
against a nationally operating A&H in- 
surer by the California department, 
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other financial institutions throughout the country. It provides retirement jp. 
come, death benefits including widows’ pensions, and disability payments, all 
under a single master agreement. Philabank was developed from Mutual’s 
“module multiprotection” employe benefit idea. 

Under the Philabank plan Mutual will provide all death benefits and ap. 
cumulate part of the retirement fund. The major part of the pension fung 
however, will be accumulated in a separate trust, to be managed by Phila. 
delphia National Bank until the employe reaches retirement. After retirement 
Mutual will guarantee and pay the entire pension to each employe. 

In addition to his work with the Philabank plan, Mr. Haas will also spe- 
cialize in developing additional module cases and he will continue his persona] 
production. 

Mr. Haas, who was instrumental in devising the unique plan, has been with 
Mutual nearly 30 years, having started at Baltimore, and serving later as 
manager at Pittsburgh, then assistant to the vice-president and manager of 
agencies. 


N. Y. Lite Names Western Investment Ofticials 


As part of New York Life’s policy of further decentralizing the operations 
of various departments, Wilson M. Underwood and Donald E. Meads have 
been appointed assistant vice-presidents in charge of newly opened investment 
offices in San Francisco and Dallas, respectively. Mr. Meads will handle al] 
matters relating to corporate securities and will make frequent surveys of 
investment opportunities in the expanding southwest and midwestern areas, 
New York Life has investments aggregating over $650 million in these areas, 
Mr. Underwood will operate in the same manner in the nine-state Pacific re. 
gion, where New York Life’s investments amount to $725 million. Both men 
have been trained in the company’s home office in New York, where Mr. Un- 
derwood was supervisor of the public utilities division of the investment de- 
partment and Mr. Meads was a supervisor of industrial securities. Mr. Meads 
joined the company as an investment analyst in 1947, after receiving his 
master’s degree at Harvard business school. Mr. Underwood previously was 
with Consolidated Edison Co. of New York and Brown Bros. Harriman & Co., 
New York investment firm, where he was in charge of the public utilities di- 
vision. 


Imig Wisconsin Manager for State Mutual 


Richard E. Imig, former executive of National Assn. of Life Underwriters 
and until recently agency vice-president of Old Line Life of Milwaukee, has 
been appointed manager for Wisconsin by State Mutual Life, with headquar- 
ters in Milwaukee. Since his Vanderbilt university days, Mr. Imig has devoted 
his entire 27 year business career to life insurance. For 20 years he repre- 
sented New York Life in Sheboygan as a specialist in profit-sharing and pen- 
sion services and estate planning. He was one of the company’s leading personal 
producers. 

In 1947, when he was president of the Wisconsin association, he was 
elected a trustee of NALU and two years later while acting as executive vice- 
president of the association was elected director of development and made re- 
sponsible for the leadership training program, now used nationally to orien- 
tate newly elected officers to their jobs in local and state association work. In 
1952 he became agency vice-president of Old Line. Mr. Imig is a past presi- 
dent of the Sheboygan association. 


Green Light in N. C. to Southern Farm Bureau 


Commissioner Gold of North Carolina at a public hearing agreed to license 
Southern Farm Bureau Life of Jackson, Miss., despite objections by Farm 
Bureau Companies of Columbus, O., which contended the name of the Missis- 
sippi company was so similar to its own as to be misleading. 


Bryan Elected Southeastern Shrine President 


Joseph M. Bryan, 1st vice-president of Jefferson Standard, was elected 
president of Southeast Shrine Assn. at the annual convention at Miami. In 
assuming the presidency he becomes titular head of all Shrine activities in 
the Southeastern U. S. 











and they turned out as the most event- MATTHEW J. LAUER, general 





ful. Mr. Stone retaliated almost imme- 
diately, delivering a tirade against the 
department in general and Mr. Ma- 
loney in particular before the 1953 
convention of International Assn. of 
A&H Underwriters. His remarks were 
of such vehemence that the associa- 
tion had to vote promptly to disasso- 
ciate itself from the whole matter. Mr. 
Stone let it be known that he would 
not back up one inch, and that he in- 
tended to go the limit in defending 
himself and his ‘company. He com- 
mented that Mr. Maloney had perhaps 
bitten off more than he could chew. 

In commenting on the commission- 
er’s statement, Mr. Arrington termed 
it eminently fair and said it complete- 
ly vindicated Hearthstone, Mr. Stone 
and the agents. 


agent in New York City for Continen- 
tal American Life, died at Beth David 
hospital there. He was a past president 
of the Midtown Managers Assn. and 
had been general agent of Continental 
American for many years. 


MAXWELL J. KAHANER, 54, chair- 
man and secretary-treasurer of Penn- 
sylvania Life, Health & Accident of 
Philadelphia, died after a short ill- 
ness. He founded the company in 1928 
with his father and a brother, Charles. 
He was a member of Insurance Fed- 
eration of Pennsylvania and Insur- 
ance Economics Society of America. 





e Milwaukee CLU chapter Sept. 18 
will hear Richard W. Cutler, Milwau- 
kee attorney, discuss estate planning 
for the agent. 
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This key unlocks the door to 
better service for policyholders! 


OR 27 YEARS, the key shown above has been a symbol 
Fr increased professional prestige for thousands of 
ambitious men and women. Perhaps you are now study- 
ing, or making plans to study some of the courses made 
available by the American Society of Chartered Life 
Underwriters to help you provide better service to policy- 
holders and the public. 


The simple purpose of this forward-looking program is 
to help keep Life Underwriters, like other professional 
people, thoroughly informed through constant study of 
the theory and practice of Life insurance, as well as up- 
to-date developments. The ultimate goal of such study is, 
of course, to enable underwriters to equip themselves to 
render the highest type of professional service. 


At Metropolitan, the importance of thorough training to 
achieve these ends is constantly emphasized. The fact is that 
a staff of more than 150 people devotes full time to the 
Company’s training program for the benefit of the Field 
Force. Like many other Life insurance companies, 


Metropolitan offers its C.L.U. candidates a plan which 
helps materially to reduce their cost for C.L.U. studies— 
for instance, the plan provides for refunds to candidates 
of a substantial portion of their tuition and examination 
fees. Copies of all C.L.U. textbooks are also furnished 
free to each District Office for use by candidates. 

The American College of Life Underwriters works 
closely with C.L.U. chapters, and helps to set up classes 
and study groups in many areas where none are maintained 
locally. Under the stimulus of such aid, 5,574 men and 
women in all Life companies now hold the C.L.U. desig- 
nation. More than 1,200 members of the Metropolitan 
family have either completed the course for C.L.U.’s, or 
have completed one or more parts. 

These people see the future in terms of opportunity 
through better service. If you are looking ahead toward 
the same goal, and are not now studying under the C.L.U. 
program, why not begin to make preparation for capitaliz- 
ing on the opportunities the program presents? 








RESERVED" 


for a friend of the\family 


The life underwriter has earned an honored place in the homes 

of America. For it is the agent’s wise counsel that helps to 

protect families from financial disaster . . . it is his planning which 
helps them provide for a more secure future . . . it is 

he who is both adviser and friend. 


Behind him is a company big enough in scope and broad enough 
in outlook to help provide against both the expected eventuality 
and the unexpected emergency. This combination of strong 
company and skilled agent is an unbeatable factor in making 
the family fireside increasingly a place of comfort and security. 


Provident Mutual 
Life Insurance Company 


OF PHILADELPHIA, PENNSYLVANIA 





